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irst Reliable Figures Show Huge 


Reliable figures showing for the first 
ime savings in costs resulting from the 
se of electronic data processing ma- 
ines in life insurance operations, as 
mpared with pre-installation costs, 
ere presented at the session on elec- 
nics at the annual meeting of 
ciety of Actuaries at Cincinnati. 

M. R. Cueto, New York Life, said 
at his company in the period of two 
ears since the installation of a large 
ale computer (I.B.M. 705) had 
ound that “total savings had offset 
bout 55% of total costs to date, 
mcluding the heavy initial costs as- 
ciated with conversion work, pro- 
ramming and site preparation.” He 
Indicated that the total cost will be 
fs ene amortized less than 2% 





ears hence. 
Already Experiencing Savings 


Metropolitan Life, which has instal- 
ed three large scale systems, is 
lready experiencing substantial sav- 
4 according to J. J. Finelli. Mr. 
Ninelli stated that cost studies to date 
Indicate that over-all savings up to 


50% and more of costs based on prior 
procedures are being realized, and 
substantially greater economies are 
anticipated in some areas. J. R. Matz, 
John Hancock, and other speakers 
indicated that initial heavy installation 
and conversion costs will be recaptured 
in no more than five years. 


Minnesota Mutual Basis) | ~“* 


W. L. Lutz, Minnesota Matual, said 
that in his company any office pro- 
cedure which is proposed for conver- 
sion to the computer system must 
indicate the release of the monetary 
equivalent of one clerk for each hour 
of computer time per week. Mr. Finelli 
stated that for his company a rule of 
thumb is that any proposed procedure 
must indicate a saving of $100 per 
hour of computer time. 

H. J. Stowe, Manufacturers Life, 
said that his company found mortgage 
loans and policy loan accounting to be 
especially productive of savings, in- 
cluding in field offices. Several other 
speakers concurred that these areas 
as well as the jobs of producing rate 


avings From Electronic Machines 


manuals, annuity rate changes, divi- 
dend scale computations and other 
actuarial studies were good examples 
of applications which produce material 
savings. 

On a longer range basis, premium 
billing, commission accounting, and 
dividend payments had greater poten- 
tial for large savings, most speakers 
said. D. N. Harris, Equitable Society, 
said that in these areas the reduction 
in clerical force has in his company 
already been sufficient to produce “a 
rate of savings large enough to cover 
all of the current operating costs for 
the equipment and to pay the current 
costs of the programming staff.” The 
substantial savings through the con- 
version of pension plan valuations to 
electronic equipment were pointed out 
by W. A. Dreher of Bowles, Andrews 
& Towne. 

Discussing the problem of random 
access to policy information on mag- 
netic tape records, Mr. Lutz described 
procedures developed in his company 

(CONTINUED ON PAGE 47) 








nti-Trust Views Of 
ustice Department 
ought On Aviation 


Sen. O’Mahoney has made available 
the Department of Justice the com- 
ete record of the study of the avia- 
on insurance industry on which the 
ti-trust and monopoly subcommittee 
mcluded hearings Aug. 15. In a let- 
r to Victor R. Hansen, assistant at- 
rey general in charge of the anti- 
st division, Sen. O’Mahoney noted 
at unregulated monopoly cannot be 
lerated and emphasized that the right 
individual business men to enter 
y market and offer consumers the 
nefits of active competition is as 
portant in the insurance business as 
is in any other industry. 


ks Facts Only 


Data has been developed which in- 
cates the abuses which may occur 
hen certain segments of the insur- 
ce business operate in a supervisory 
cuum, he continued. He repeated a 
tement made at the hearings that it 
not his purpose to develop evi- 
ce leading to prosecution for viola- 
in of anti-trust laws. His sole con- 
1s to assemble all essential facts 
enable Congress to determine 
ether the existing system of dual 
te-federal supervision of insurance 
Serves the public interest. 
He said that if, after study of the 
rd, Judge Hansen concludes that 
ctices inimical to the best interests 
free competition are escaping effec- 
€ supervision because of any defect 
federal laws, his views should be 
nted to Congress with appropriate 
m~sndations. 


VIiIM 


Economics Society 
Reelects Paul Watt 


Paul W. Watt, president of Wash- 
ington National, was reelected presi- 
dent of Insurance Economics Society 
of America at its annual meeting in 
Chicago. 

Mr. Watt in his presidential address 
detailed the work performed by the 
society and complimented E. H. 
O’Connor, managing director, on the 
achievements of the society over the 
years. 


Meeting Is Well Attended 


Before a well attended meeting, 
Mr. O’Connor reviewed legislative de- 
velopments in the social security field, 
particularly the 1958 amendments. All 
bills pertaining to compulsory cash 
sickness insurance were defeated in 
state legislatures in the 1958 session, 
and no state has adopted a compulsory 
plan since 1949, Mr. O’Connor said. 

Other officers elected were W. J. 
Hamrick, Gulf Life, 1st vice-presi- 
dent; J. E. Hellgren, Lumbermens 
Mutual Casualty, 2nd vice-presi- 
dent; H. O. Fishback Jr., Northern 
Life, secretary, and named to the ex- 
ecutive committee, T. P. Beasley, Re- 
public National Life; E. J. Faulkner, 
Woodmen Accident & Life; Orville F. 
Grahame, Massachusetts Protective; R. 
J. Wetterlund, Washington National, 
and William Washburn, American 
Health. 





In regard to construction of the Mc- 
Carran act, Sen. O’Mahoney said that 
it was important for Congress to have 
the Department of Justice’s views in 


order to determine whether immunity . 


granted under the statutory language 
may be broader than required in the 
public interest. 


Joint Tax Committee 
Adopts Statement On 
Role For Hearings 


During the American Life Conven- 
tion annual meeting in Chicago this 
week, the joint tax committee of ALC, 
Life Insurance Assn. of America, and 
Life Insurers Conference held a meet- 
ing at which it adopted the following 
statement: 

Without changing its position in 
favor of the investment income basis 
for the taxation of life insurance com- 
panies, and after thorough considera- 
tion of current tax developments and 
attitudes, this committee proposes: 

1. To continue to explore and discuss 
within the business and with govern- 
ment representatives the two principal 
tax approaches, thereby meeting the 

(CONTINUED ON PAGE 40) 


Actuarial Ability 
Standards Needed 
To Protect Public 


President Rood Of Society 
Of Actuaries Offers Four 
Possible Ways Of Doing It 


The growing stake of Americans in 
pension and insurance plans points to 
the need for establishing some pro- 
gram for educating the public to rec- 





Pearce Shepherd 


Henry F. Rood 


ognize qualified actuaries, and possi- 
bly for the licensing or certification 
of actuaries, Henry F. Rood, vice- 
president and actuary of Lincoln Na- 
tional Life, said in his presidential ad- 
dress at the annual meeting of Society 
of Actuaries in Cincinnati. 

“The lives of some 117 million per- 
sons in the United States and Canada 
are insured by life insurance compa- 
nies,” Mr. Rood said. “Approximately 
18 million are depending on private 
pension plans as a source of income in 
retirement. The combined assets of the 
life insurance companies and private 
pension plans in these two countries 
exceed $150 billion. What is our re- 
sponsibility as individuals and as 
members of the Society of--Actuaries 
to see that the hopes and plans of 
these millions of citizens are not frus- 
trated because of pseudo-actuarial 
practices that are unsound?” 


Some Are Not Trained 


The tremendous rise in private pen- 
sion plans during the last decade has 
highlighted this question, according to 
Mr. Rood, as many advisers have en- 
tered the field of pension planning, 

(CONTINUED ON PAGE 44) 
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DNA! 


Mass. Committee Gets Pros, Cons Of 
Variable Annuity; 3rd Bill Offered 


Grahame Of Paul Revere 
Would Allow Separate 
Subsidiary Insurers 


The joint insurance committee of 
the Massachusetts legislature was giv- 
en a proposal for a third type of var- 
iable annuity legislation in addition 
to the two already proposed. The third 
bill, offered by Orville F. Grahame, 
vice-president and general counsel of 
Paul Revere Life and Massachusetts 
Protective, would permit the forma- 
tion of domestic insurers specializing 
in variable annuity contracts and 
would modify the present law so that 
regular life companies would be per- 
mitted to own variable annuity com- 
panies. 

Mr. Grahame is a member of the 
special study commission appointed to 
look into the John Hancock’s proposal 
for a special fund plan for pension 
systems. The commission included Mr. 
Grahame’s proposal in its report. The 
report also included, without recom- 
mendation, the Prudential broad var- 
iable annuity bill covering both group 
and individual variable annuities. 
Would Amend Chapter 175 

The Grahame proposal would amend 
chapter 175, section 66 so the first 
two sentences would read: “Except as 
otherwise provided, no domestic life 
company shall invest any of its funds 
in any unincorporated business or en- 
terprise, or in the stocks or evidence 
of indebtedness of any corporation the 
owners or holders of which stock or 
evidence of indebtedness may in any 
event be or become liable on account 
thereof to any assessment except for 
taxes, nor shall such life company in- 
vest any of its funds in its own stock 
or in the stock of any other insurance 
company, except a variable annuity 
company. 

“No such life company shall invest 
in, acquire or hold directly or indirect- 
ly more than 10% of the capital stock 
of any corporation, nor shall more 
than 10% of its capital and surplus 
be invested in the stock of any one 
corporation, except that it may own a 
part or all of the stock of one variable 
annuity company organized in this 
commonwealth under section 48B.” 


Pacific CPCUs Told 
Abuses Arising From 


Major Medical Coverage 


Comprehensive major medical has 
created serious problems somewhat 
similar to those faced by automobile 
liability insurers, Richard H. Biles, 
group representative of California- 
Western States Life, told members of 
Pacific chapter of CPCU at Los 
Angeles. 

Mr. Biles said the reasons for this 
were that due to the broad benefits, it 
is practically impossible to control all 
of the areas in which a claim might 
arise, and that the coverage has been 
oversold by both companies and agents 
and greatly overused by policyholders. 
Furthermore, because of a lack of 
understanding and education, most in- 
sureds tend to violate the principle of 
insurance by using the plan to pay for 
the certain and expected type losses. 

He said the solution to the abuses are 


Metropolitan Executives 
Voice Strong Objections 
To Pru, Hancock Measures 


Variable annuities are “merely trim- 
ming our sails to the inflationary wind 
and should not be issued by life com- 
panies,” Vice-president Charles G. 
Dougherty of Metropolitan Life said 
in his testimony before the Massachu- 
setts legislature’s joint insurance com- 
mittee considering a senate bill per- 
mitting variable annuities. 

Mr. Dougherty contended that the 
variable annuity would inevitably 
bring misunderstanding on the part 
of the public, that it transfers virtu- 
ally the entire risk to the policyholder 
and that the danger of further infla- 
tion is not anywhere so great as the 
proponents of the variable annuities 
have made out. 

Makes Position Clear 

“If anyone still has any doubt about 
the position of Metropolitan, I should 
like to make it abundantly clear that 
we do not accept the theory that we 
are faced with inevitable inflation, 
whether of the creeping, running or 
galloping variety,” said Mr. Dougher- 
ty. “We have more confidence in the 
judgment of the American people 
when they see clearly the issues in- 
volved. 

“In fact, we believe that the recent 
recession through which we have been 
going may well be marking a new pe- 
riod in the economy of our country— 
a period which marks a major turning 
point in the supply-demand situation. 

“Our efforts are always to keep the 
two in balance, but from 1941 until 
recently we have had an almost con- 
stant condition wherein demand was 
greater than supply. Today it appears 
that we have an adequate supply of 
practically everything, with the pos- 
sible exception of common stocks. 

‘When demand exceeds supply, it is 
a natural and relatively easy proposi- 
tion to pass increased wages and other 
costs along to the public in the form 
of increased prices. But when supply 
exceeds demand, or when they are in 
balance, this is not so easily done. It 
is interesting that the New York Jour- 

(CONTINUED ON PAGE 13) 





apparently available. The medical pro- 
fession, fearful of federal intervention, 
has shown considerable interest in 
cooperating with insurers to curb the 
abuses by a minority of doctors and 
hospitals. Grievance committees have 
now been established by various county 
medical associations to screen excessive 
charges for medical service. Mr. Biles 
also noted that a sensible program is 
being conducted on a national level by 
all group insurers to develop some 
national uniformity. 


Completes Globe Life Purchase 

Swift & Co., the meat packing 
concern, has consummated its pur- 
chase of Globe Life of Chicago, acquir- 
ing 99% of the outstanding stock. 

Globe Life began business in 1928. 
It has reinsured the outstanding 
business of Superior Mutual Benefit 
Association of Salem, IIl.; Tri-State 
Mutual Life Association of Carthage, 
Ill, and Interstate Reserve Life of 
Chicago. 


oa. 1) “iy ‘Ve ' 


American National 
Reveals New Plans 
At Agents’ Parleys 


A number of new policies to add to 
the field force portfolio were revealed 
by American National Life to agents 
attending the company’s conventions 
held recently at Denver, Estes Park, 
Colo., San Francisco, and Honolulu. 
More than 1,500 industrial and ordin- 
ary agents and their wives attended 
the meetings. 

New industrial plans to fit special 
markets were announced by Ist Vice- 
president R. A. Forbush. The inter- 
mediate policy consists of monthly 
premium policies for amounts from 
$1,000 to $2,500 on whole life, 20 pay 
life, and double protection plans. 
Features of each are built-in premium 
refund, accidental death and dismem- 
berment' benefits. The industrial 
family policy is a weekly premium 
version of the family plan. Premiums 
are payable to 65 with one-half face 
amount thereafter paid up for life. 
Maximum coverage on any one parent 
is $1,000. Coverage of spouse is $500 
term to 65 and coverage on children 
is $500 term to 21 or basic policy- 
holder’s age 65, whichever is first. 


New Policies Explained 


George Christopher, coordinator of 
sales, explained to members of the 
ordinary field force at San Francisco 
the company’s plans for new types of 
policies applicable to their portfolios. 
A new type family policy will permit 
all premiums to cease at 65 with a 
special option at 65 for paid up 
protection. Children’s insurance runs 
to age 25 and protection for wife and 
children is extended if husband dies 
before 65. 

A parent and children policy will 
have all the features of the regular 
family policy except one parent only 
and all present and to be born child- 
ren. A new annuity conversion rider 
will be available with certain policies 
permitting conversion to single prem- 
ium deferred annuities at specified 
ages and at net rates. 

Coverage of wholesale and group 
for small concerns will offer term life, 
hospital and surgical, and income 
disability coverage for employe groups 
from 5 on up with wholesale under- 
writing. 

These ordinary plans will also be 
available to the industrial market. 


International Federation 
Elects Clements Of 
Minn. Commercial Men’s 


International Federation of Com- 
mercial Travelers Insurance Organ- 
izations at its annual meeting at 
Swampscott, Mass., elected as presi- 
dent Paul Clements, president Minne- 
sota Commercial Men’s Association. 
Other officers elected are Robert A. 
Cavenaugh, Illinois Commercial Men’s 
Association, vice-president; John W. 
Whittemore, Eastern Commercial 
Travelers Accident Association, secre- 
tary-treasurer; and Loring Elliott, 
Physicians Casualty Association, chair- 
man executive committee. 


New business of Homesteaders Life 
of Des Moines during September 
showed an increase of 33.7% over last 
September. The gain for the first nine 
months over the corresponding period 
a year ago is now 18.1%. 


October 1], ft . 


Colonial Goes To 
Graded Prmiums, 
Makes Many Chan 


Graded premiums and many oy 
changes were announced at Co} 
Life’s combing 
agencies 








premiums | 
dividing the p 
mium cost ini 
two parts. One part varies direct} 
with the amount of insurance. 1 
other part is a flat amount per polj 
which Colonial calls the “E tact 
This factor is $7.50 for each poli 
with an annual premium, $3.83 for 
semi-annual payment, $1.95 for quay 
terly payments and 66 cents for mont 
ly payments. 

All accidental death premium rai 
have been reduced. 

Charges for paying more frequen 
than annually have also been reduee 


Effect On Family Income 


Richard B. Evans 





While family income rates are y 
affected by the premium gradi 
method, the newer mortality tab 
and interest rate used in the premi 
calculations for the life plans py 
duces, when applied to family inco 
plans, a lower premium rate for ti 
benefit. For example, the rate for 
year double family income riders 
age 30 is reduced to $9.49 as again 
$9.64 per $1,000. 

Substandard or special class rai 
are similarly affected. For examp! 
the new extra premium for a class 
risk on the whole life plan at age 30 
$1.97 as against $2.10. Payor benefi 
are lowered: On the whole life pl 
for a child age zero, father age 25, tj 
annual payor benefit rate has been 
duced from 81 cents to 74 cents 
$1,000. Payor benefits will be availab 
now on all policies in the new graé 
premium series. 

The privilege of changes in plan 
made contractual. A new reinstaj 
ment provision permits reinstatema 
within 31 days after the end of 
grace period—without evidence of ¥ 
surability. The period within whi 
reinstatement may be applied for i 
been raised to five years after the da 
of the first premium in default. 


Options Liberalized 


Added to the optional modes of 
tlement is a 20-years-certain peril 
under the life income option, in add 
tion to the 10 years previously ava 
able. Also, in addition to the regul 

(CONTINUED ON PAGE 43) 


Zalinski To Address N. Y. 


Managers Assn. Oct. 16 


NEW YORK—Edmund L. Zalins 
executive vice-president of Life ¢ 
North America, will be the speak 
at the Oct. 16 meeting of the New Yo 
City Life Managers Assn. at the Bre 
Rail restaurant, Fifth avenue and 4 
street. He will talk on the “one-std 
concept in life insurance sales al 
service. 
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. Now from The Travelers a 


PREMIUM 


BUDGET 





PLAN 





-_FOR MODERN BUSINESS _ 


The Travelers Insurance’ Companies, pio- 
neers of the pay-by-the-month plan for family 
insurance, announce a commercial counterpart 
— The American Business Security Program. 


This new Commercial Premium Budget Plan 
will appeal especially to the owners of small and 
medium-sized businesses. 


By paying by the month for this insurance 
— rather than in large lump sums — manage- 
ment will be able to free important working cap- 
ital. And by placing their business insurance in 
a single program through one company and one 
agent, they can save confusion and help elimi- 
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nate the danger of possible gaps or overlaps in 
coverage. Nearly all commercial lines may be 
included under the Business Security Program 
— protection for income, establishment, equip- 
ment, and liabilities. 


You’ll find this new plan enables you to do a 
better job of account-selling, leaves you with 
more time for production, saves expense dollars 
in running your office, and helps you meet com- 
petition on all fronts. 


To find out more about the American Busi- 
ness Security Program, call the nearest 
Travelers branch office or general agency. 


THE TRAVELERS 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 


All forms of insurance including 
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LOMA Staff Shifts 
Include Alden F. 
Jacobs To Treasurer 


In a realignment of the office staff 
of LOMA, Alden F. Jacobs, former 
assistant treasurer, has been appoint- 
ed treasurer, and Arthur J. Tufts, 
assistant secretary, becomes manager 
of research and planning. In other 
staff changes, Elmer W. Earl Jr., as- 
sistant secretary, and Herbert C. 
Brinckerhoff Jr., who joined LOMA 
early this year, have been named as- 
sistant managers of research and 
planning. 

Mr. Jacobs has been a research as- 
sociate with LOMA for four years 
and earlier did personnel and planning 
work with Manhattan Life and Amer- 
fean Casualty. Mr. Tufts joined the 
LOMA ‘staff in 1952, also as a re- 
search associate, and four years later 
became assistant secretary. His back- 
ground includes three years with 
Equitable Society at Washington, D. 
C., as a director of planning. 

Mr. Earl, after 10 years with Na- 
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tional Industrial Conference board 
as a senior research specialist, be- 
came a member of the LOMA staff 
in 1953. Early in his career he had 
been an agent in the life field. 

Before joining LOMA, Mr. Brinck- 
erhoff had been with Connecticut 
General for 21 years as staff assistant 
to the comptroller and supervisor of 
the branch office services division. 


Pilgrim National Adds Family Plan 

Pilgrim National Life of Chicago has 
added a new contract to its portfolio, 
a family plan issued on a life paid-up 
at 85 form with the basic unit of 
insurance insuring the head of the 
family for $1,000, the spouse for $750 
and the children for $500. Benefits on 
the spouse terminate at age 65 of the 
payor and at age 21 for the children. 
In addition to the death benefit, the 
policy provides for payor death waiver. 
Also, the spouse may convert her 
insurance to a permanent plan at the 
expiration of her benefit period. The 
children may similarly convert to a 
permanent plan four times the amount 
of their insurance under the family 
plan. 


LAA To Unveil Public 
Relations Book At 
Anniversary Meeting 


“Public Rela- 
tions for Life In- 
surance Com pa- 
nies, “t h e first 
book of its kind for 
the life industry, 
will be introduced 
at the anniversary 
meeting of Life 
Insurance Adver- 
tisers Assn. at the 
Queen Elizabeth 
hotel in Montreal, 
Oct. 22-24. LAA is 
publisher of the 
book. The volume traces the history 
and development of public relations in 
the industry, establishes its place in 
Management and includes _ practical 
how-to-do-it chapters on _ various 
phases of communications. 

When released, it will contain 15 





Donald E. Lynch 
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HARVEST TIME 


“The frost is on the pumpkin (or soon 
will be) and the corn is in the shock...” 
Which means the fruition of the year’s 


labors, and time for good Life Insurance 


get up and go! 


Ours are busy. 
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chapters written by leaders in the lite 
business and specialists in 
relations and will cover all Phases of 
company public relations. The book jg 
a project of the public relations te 
search committee of LAA and ;, 
edited by Donald E. Lynch, di 

of public relations of Mutual Benes 
Life. Mr. Lynch will present the book 
to the LAA membership at one of the 
sessions of the anniversary meeting | 


PR In The Life Field 


Chapter headings and their author 
are as follows: 

—Public Relations Comes to the 
Life Insurance Business, Clifford B 
Reeves, vice-president for public re. 
lations of Mutual of New York. 

—A President Looks at Public _] 





tions, ‘ 
for an 


lations, Clarence J. Myers, presiden 
of New York Life. 

—A Continuing Program—A Must! 
Holgar J. Johnson, president of Insti. 
tute of Life Insurance. 

—How Public Relations Depart, 
ments Are Organized, Stanley yjproving 
Richman, vice-president of Gene at for 
American Life. 

—The Groups of People Who IpSo it is 
fluence a Company’s Public Relations} headed! 
communicating with  Policyholdersjsome ¢ 
C. Russell Noyes, secretary and manjsaid in 
ager of Phoenix Mutual Life; CorporatdIt’s “€ 
Responsibility to the Local Community| ness.” 
Henry E. Arndorf, associate directo| In + 
of public relations and advertising of like life 
Prudential; Employes As People, a Casq far mor 
History, John Moyler Jr., 2nd vice|most ot 
president and director of publidample, 
relations of Life of Virginia; Theof toot 
Importance of Sound Home Office{concern 
Field Relations, John L. Lobingier Jr|people | 
director of public relations of LIAMA}He does 
Life Insurance Companies Apprais{ing into 
Each Other, Institutional Relations\questior 
Robert B. Mitchell, executive editalIf he lil 
THE NATIONAL UNDERWRITER, that’s al 
Small Groups Comprise the Generaj In cor 
Public, Jack R. Morris, vice-presidenjour bu 
and director of public relations ofdeposit 
Republic National Life. hard-eai 

—The Tools of Communications andlong pe 
How to Use Them: Publicity, Its Useghim to 
and Abuses, Francis M. Small, manof his fe 
ager of advertising and publicity ojfmay not 
Pacific Mutual Life; Speaking Tyour pe 
People Through Advertising, Charleinvolved 
R. Corcoran, 2nd _ vice-president offun over 
Equitable Society; Radio and Televij Can jy 
sion, the Old and the New, Henry Rjwhich t 
Geyelin, manager of advertising set4vinced 
vice of Metropolitan Life.; The Printeefficienc 
Word, Booklets and Publications, Key Many 
neth K. Wunsch, director of publgtions p1 
relations and advertising, Northwes4Publicit) 
ern National Life, and People in Moin it, bi 
tion, Special Events, Speechepob of p 
Meetings, Miscellaneous, E. K. Taggatjthree ba: 
special staff writer, Nationwide Lif 

Determii 



















J. R. Pattillo To Head 


The f 
L. A. Life & Trust Men [7° 


J. R. Pattillo of Beverly Hills Nations an 
tional Bank & Trust has been electé§referen 
president of Los Angeles Life Inst do so. 
ance & Trust Council. Peter Thomp} And t 
son, Equitable Society, has eiell that 
chosen vice-president and Lewis 4m the p 
Maier, Union Bank, secretary-treasulpublics 
er. Opinio 
Ke poli 


Four More Companies Join LOMAit, = say 
Membership Total At Record 349 }..<; 

Four life companies have recent, 
been admitted to membership 4, 
LOMA, bringing the number of mem, a 
bers to 349, the highest in the sassy the ti 
ciation’s history. The new membSh 1 ini 
are Praetorian Mutual Life of Dalla, This 
Universal Life of Memphis, Mary/alg,, 
Life and African Homes Trust & & 
surance of Cape Town. 
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sin the life 


Public relations aspects of office 
management were discussed by Clif- 
: ford B. Reeves, eee Fire 
y i relations 0 utual of New 
a “s at the annual meeting of Life 
Office Management Assn. at Atlantic 
eir authon|City. In any successful Program of 

|public relations, it is essential that all 

nes to thmembers of the organization take part, 

Clifford Bihe said. Following is an abridged 
public re| version of Mr. Reeves’ talk. 


’ York, : 
Public Re. The purpose of sound public rela- 


$, Presiden tions, of course, is to build good will 
for an organiza- 
n—A Mugs tion, thus avoiding 
nt of Insti,jpublic misunder- 
standing or criti- 
1s Depart|cism, and thus im- 
Stanley yjproving the clim- 
of Generate for successful 
sales and service. 
e Who In{So it is not “soft- 
¢ Relations|headedness,” as 
licyholders|some critics have 
> and manjsaid in the past. 
: Corporatd It’s “good busi- 
Sommunity| ness.” ; 

In a_ business 
like life insurance, public relations are 
ople, a Cas{far more important to success than in 

2nd vice.|most other types of business. For ex- 
of publi(ample, when a man buys a 50¢ tube 
ginia; Thdof toothpaste, he may not be greatly 
concerned with the character of the 
bingier Jrjpeople or organization that make it. 
of LIAMA}He does not risk much money in enter- 
is{ing into the purchase, and there is no 

Relations\question of continuing service involved. 
tive editorIf he likes the taste of the dentifrice, 
ITER, -: that’s all that is necessary: 
ne Gen In contrast to that, however, we in 
e-presidenjour business ask an individual to 

















Clifford B. Reeves 





elations ofdeposit thousands of dollars of his 
hard-earned savings with us over a 
cations anglong period of years. Then we ask 


y, Its Usyhim to entrust the financial security 
mall, manjof his family to us, at a time when he 
ublicity ojfmay not even be here to check up on 
eaking Tyour performance. And the _ service 
1g, Charlginvolved in a transaction with us may 
esident ojfun over a period of 50 years or longer. 
nd Televiy Can you think of any business in 
, Henry Riwhich the buyer must be more con- 
tising serjvinced of the reputation, character, 
‘he Printedtfficiency and integrity of a company? 
tions, Kaj Many people think of public rela- 
of publqtions primarily as a publicity job. 
Northwes4? blicity does, of course, play a part 
ple in Moin it, but only one part. Any sound 

Speechajiob of public relations must comprise 
K. Taggarjthree basic parts: 





:wide Life 

Determine Public’s Preferences 
l The first part is to determine the 
o public’s preferences. 
oot _The second part is to adjust opera- 
Hills Nations and procedures to meet those 
een electthreferences, in so far as it is feasible 


Life Insulfo do so. 
er Thom And the third part of the job is to 
has bed ll that story of improved operation 
Lewis Din the public interest back to various 
ry-treasuipublics by every possible method. 
Opinion studies show that the aver- 
fe policyholder gains much of his 
" LOMA: Mpression of a life insurance com- 


ord 349 a y through the service that he 
* recent Ves from. the home office during 
ership i life of his policy. This factor of 
cr of mel bod will, built through continuing 
the asst hy IS growing more important 
ae € time. There are now more than 


0 million policyholders in this coun- 






» 0. Allo, 
q Marylam, means that a larger percent- 
rust & It @ of total sales than ever before 





have to be made to repeat 
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Reeves Shows PR Tie-In 
‘With Office Management 


customers. A recognition of this is 
focusing increased attention on all 
aspects of policyholder relations and 
service—on the theory that customers 
must be served well if they are to buy 
again. 

Opinion studies also show that too 
many policyholders feel they do not 
have sufficient contact with their life 
insurance companies, particularly with 
the home office. A typical comment 
is the following: “They never send me 
anything but bills for my premiums, 
and even then the premium notice 
does not even say ‘please.’ It just 
tells me what awful things will happen 
if I do not pay.” 


Object To Technical Language 


Opinion studies among life insurance 
policyholders also show that one of 
their greatest complaints is the use 
of technical language. “I write you a 
simple question about my policy,” the 


Limited Psychiatric 
Coverage In Guardian 
Major Medical Plan 


Guardian Life’s lifetime major 
medical plan, which is currently being 
written on a group basis in New York, 
includes limited coverage for mental 
illness diagnosis, treatment, hospital 
care and therapy. The policy has been 
filed in all states and the District of 
Columbia and will be offered as ap- 
provals are received from the various 
departments. 


A Choice Of Three Plans 


Insured have a choice of three plans, 
with maximum per illness benefits, 
surgical limits and per day hospital 
room and board limits, respectively, 
as follows: $5,000, $750 and $20; 
$7,500, $1,000 and $25, and $10,000, 
$1,250 and $30. Each plan is written 
with a $300 or $500 integrated deduc- 
tible. 

Limited psychiatric coverage under 
the plans includes up to 60 days of 
hospital confinement, if confined for 
at least seven days, and 30 days ad- 
ditional post-hospital care, within the 
maximum limits of the type of plan 
selected. 

Maximum benefit limits are per 
illness maximums prior to age 65, and 
aggregate after age 65. 

Coverage will be written on groups 
up to 500 insured employes and may 
be written without a base plan or 
superimposed on Blue Cross, Blue 
Shield or any Guardian Life base 
plan. 

The major medical plans provide 
lifetime coverage for all participants 
as long as the master policy remains 
in force. Retiring employes and their 
dependents may be given continued 
coverage either in the group plan or 
by converting to an individual plan. 
The same conversion privilege is avail- 
able to terminating employes and their 
dependents, dependent children reach- 
ing the limiting age and dependents 
of deceased employes. 

The only co-insurance requirement 
in any of the three plans is on private 
nursing fees. On all other covered 
charges, subject to the limits, Guard- 
ian Life will pay the full amount 
after the deductible has been met. 





policyholder says, “and you send me 
back a three-page letter that is so 
complicated I have to take it to my 
lawyer to find out what it means. Why 
can’t you say these things in simple 
language that people can understand?” 
That’s a good question. 

Every business tends to develop a 
technical jargon of its own—a kind of 
verbal shorthand that is very useful 
in communicating with other people in 
the same business. But it’s Greek to 
the public, and should be carefully 
avoided in all public communications. 
I call it baffle-gab. 


Ode To Experts 


So-called experts seem never to use 
a one-syllable word if a five-syllable 
synonym can be found. I recall a 
verse on this point that reads as 
follows: 

“An expert is a fellow who 

Can take what we already knew 

And so expound it and expand it 

That no one else can understand it.” 

For example, if you give an expert 
or a technician a simple statement 
like: “People who live in glass houses 
shouldn’t throw stones,” he will re- 


one of the 


na one of the 


usiest 


5 


write it for you, and it will come out 
like this: “Individuals who are domi- 
ciled in vitreous structures of patent 
frangibility should, on no account, 
employ petrous formations as projec- 
tiles.” 

If in your letters and other com- 
munications with policyholders you 
use such technical jawbreakers as— 
non-forfeiture provisions, optional! 
modes of settlement, supplementary 
contracts with no life contingency, 
commuted values, contestable period, 
deposit liabilities, exclusion clauses, 
assets and non-ledger assets, do you 
think the policyholder knows what 
you are talking about? 

I urge you never to forget that the 
purpose of language is to transmit 
ideas clearly. And it is a fundamental 
principle of human nature that people 
mistrust what they cannot understand 
—particularly if an important finan- 
cial transaction is involved. 


Lists Practical Ideas 


I know you will agree with me that 
operating and service matters lie at 
the very heart of good public relations. 

(CONTINUED ON PAGE 17) 


Comparable year-to-date figures show that Central Life’s 
Sales have consistently run well ahead of the life insur- 
ance industry as a whole. There are several reasons 
why this is so—and Central Life agents agree that an 
important one is true graduated premium on all plans 


(except single premium). 


The quantity discount idea, 


first introduced in the United States by Central Life in 
1955, is another example of the sales-minded leadership 
that’s making one of the best one of the busiest, too! 


Contiol Life 


ASSURANCE COMPANY, 


DES MOINES 6, tOWA 


Progressive and competitive, yes ... but not 


at the expense of financial security 





$160 Million 
$1342 Million 
$520 Million 


ASSETS 
SURPLUS 


INSURANCE 
IN FORCE 









Huber Tells How ‘Pseudo-Corporate’ 
Form Can Be Used As Tax Advantage 


Solomon Huber, general agent of Mutual Benefit Life at New York, has 
written the following article on uses of the “pseudo-corporation” form of doing 
business as a tax reduction aid in some types of business. The article will be 
distributed to clients of the Huber agency and other recipients of Mr. Huber’s 
publication, the Notebook. 


By SOLOMON HUBER by the beginning of December of this 
year. But let’s start at the beginning. 
For partners, sole proprietors and The vast majority of businesses today 
close corporation stockholders the 1958 operate either as sole proprietorships 
revenue act has or partnerships. This, in spite of some 
created a new very attractive advantages of the cor- 
business form. It’s porate form, including limited liability 
sort of a cross be- and tax deductions for certain fringe 
tween a corpora- benefits made available by the cor- 
tion and a= sole poration to its employes (including 
proprietorship or stockholders who are also employes) 
partnership, with which benefits are not considered 
some of the best currently taxable compensation to the 
features of each. employes. These tax deductions for 
The new business fringe benefits are not available to 
form may present partners or sole owners. Many busi- 
stunning tax sav- _ ness owners who would relish these 
ing possibilities for advantages refuse to incorporate be- 
you. And to real- Solomon Huber cause of certain other aspects of the 
ize them for 1958, you may have to act tax law which are unfavorable. 





6 HieNATIONAL UNDERWRITER. 


For example, in order to get money 
out of your corporation, on which it 
has already paid a tax, you have to 
pay a second tax because it is part of 
your income. Of course the corpora- 
tion might get a deduction when it 
pays you the money, but only if it can 
be shown to be a legitimate corporate 
business expense such as a salary to 
you which the government would con- 
sider to be within the limits of rea- 
sonable compensation. This is not al- 
ways as easy as one might think and 
herein lies the reason why many busi- 
ness men have heretofore hesitated to 
do business in the corporate form, i.e., 
the disadvantage of double taxation on 
the dollars earned by the business. 

But under the 1958 law—and here is 
the spine of the new business form— 
a corporation may elect not to be 
taxed as a corporation. It may, in- 
stead, elect to be taxed in a manner 
substantially similar to that used in 
taxing partnerships or sole proprietor- 
ships. The new tax entity has been 
referred to as a pseudo-corporation. 
To qualify, it must meet certain tax 
requirements, but they aren’t hard. 
For example, it must be a domestic 

(CONTINUED ON PAGE 46) 








A New Approach 
To Program-Selling 


he sells them. 


The 





Lincoln National’s Family Security 
Forecaster brings a new approach to 
program-selling. What’s more, de- 
signed as a one-interview programming 
sale, it saves time. With it, the agent 


programs only the cases he sells, after 


Lincoln National’s new Family 
Security Forecaster is another reason 
for our proud claim that LNL is geared 
to help its fieldmen. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


Fort Wayne, Indiana 








HIA Forum To Featup 
Heavy Schedule Of 
Workshop Sessions 


Workshop sessions on 10 7 
ranged subjects have been schedule 
as a feature of the annual indivig 
insurance forum, sponsored by Hea] 
Insurance Assn. at the Drake Hots 
in Chicago, Oct. 27-29. 

The first of three main workshy 
sessions will be held Monday * 
the direction of Francis W. Evan 
Prudential. For the first 85 miny 
six workshop groups. will discus 
“Overinsurance—Duplication of Ben 
fits.” Discussion leaders will pay 
B. Alport, Business Men’s sa 






















































A. M. Hansen, Mutual Benefit H&A 
George H. Hipp, Surety Life of Soy 
Carolina; J. J. McCuistion, Woodme; 
Accident & Life; Oliver F. Siegmuni 
General American Life and C. FE, st 
vens, Indemnity of North America. 

At the same time, six other work. 
shop groups will cover “The Senio 
Citizen.” Discussions will be led } 
A. W. Adee, Educators Mutual Life! 
C. W. Druitt, Pilot Life; E. H. Mag 
nuson, Federal Life & Casualty; L 
L. Phelps, North American Life; C. D 
Scott, Great American Reserve, ané 
K. O. Young, World of Omaha. 

The second major workshop fi 
sion will take place Tuesday morning 
with six topics being discussed in 14 
workshops under the direction of Ro- 
bert E. Ryan, Royal-Globe. Fou 
workshops will be devoted to “Majo 
Medical Expense Insurance.” Discus- 
sion leaders will be Ernest F. Brewer] 
Republic National Life; Harold V 
Kentner, Occidental of California’ 
Douglas J. Moe, United States Life 
and Gerald S. Parker, Guardian Life 


Substandard A&S 


There will be two workshops to eact} 
of the other five subjects. Donald M 
Carll, American Casualty, and Byro 
S. Davis, State Mutual Life, will 
the discussion leaders for “Substand 
ard A&S.” Robert W. Pope, Employ 
ers Liability, and Charles F. B. Rich: 
ardson, Mutual of New York, will p 
side over discussions on “Persistency. 

The workshops on “Policy Prov: 
sions and State Filing” will be led y 
Victor Cohen, Prudential, and Ca‘ 
roll J. McBride, Travelers. 

Harold A. Lachner, Metropoli 
Life, and Charles N. Walker, Linco 
National Life, will be the discussi 
leaders for “Reserve Valuation 
Statistics.” Ralph C. Coppeler, ‘ca 















elers, and Elmer J. Rasmussen, Cor 
tinental Casualty, will head the di 
cussion of “Claim Problems.” 


Underwriting Case Clinics 


The last group of workshops will bey 
gin Tuesday afternoon, under the 
rection of Rodney U. Clark, Pa 
Revere Life. The discussions at ( 
“Case Clinic—Underwriting” work 
shops will be led by Thomas M. Fla 
herty, New York Life; William Hy 
Greenwood Jr., Provident Mutu 
Life; J. T. Helverson, Washing of 
National; W. E. Lapham, Nation 
Casualty; Christopher F. Lee, © 
lumbian National Life; Clifford Mo 
rison, Monarch Life; Gordon L. New 
ell, Paul Revere Life; John 
Parsons, Royal-Globe; T. J. Sma 
Inter-Ocean, and R. C. Strubh 
Lincoln National Life. 

Robert G. Hill, Security Mutual ¢ 
New York, and Ray C. Williams, Mi 
tual of New York, will lead disci 
sions of “Case Clinic—Claims.” 
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 §echoolbell 
b for successful 
underwriters! 


” 


Congratulations from New York Life to the Life Underwriters 
Training Council for 11 years of outstanding service to the insurance 


profession—and best wishes for continued success! 


New York Life 
Insurance Company 


A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance « Group Insurance « Annuities « Accident & Sickness Insurance « Pension Plans 





Aetna Life To Raise 
Limit To $1 Million 


Plans to issue $1 million individual 
life policies have been announced by 
Aetna Life. The new high-limit 
policies, available to persons age 25 
to 55 who are considered standard 
risks, will be written on all plans of 
life insurance offered by the company 
except term and modified life. 

The company also has increased to 
$150,000 the maximum additional in- 
demnity coverage for accidental death 
which can be issued in the same age 
bracket, except in Missouri and North 
Dakota. 


New York Life Dinner Honors 
1,304 Members Of 25-Year Club 

New York Life honored 1,304 home 
office employes at its second annual 
25-year club dinner at the Waldorf 
Astoria hotel in New York. Devereux 
C. Josephs, chairman, and Clarence J. 
Myers, president, were among the 
several company officials acting as 
hosts. Membership in the club repre- 
sents 25% of the total home office 
staff of some 5,000. 


FteNATIONAL 


Liberty National Has 
Own Statue Of Liberty 


A one-fifth size replica of the orig- 
inal Statue of Liberty has been added 
to complete the present home office 
building of Liberty National Life of 
Birmingham. The 31 foot bronze cast- 
ing weighing over 20,000 pounds was 
selected as the company’s symbol 
30 years ago and its final moulding 
and erection was the culmination of a 
life-long and cherished dream of Frank 
P. Samford, the company’s president. 
The unveiling ceremony was held last 
month. 

The statue, cast in France, is the sec- 
ond “Miss Liberty” to cross the Atlan- 
tic and is reputed to be the largest sin- 
gle casting of a statue in the world to- 
day. The bronze casting is an exact 
replica of the original and its torch, il- 
luminated by gas, is controlled by a 
photo-electric eye which lights and ex- 
tinguishes it each evening and morn- 
ing. 

All American Life & Casualty of 


Chicago has been licensed in Alabama 
and now is entered in 30 states. 








ageney 
builders 


need both Life and A&S 
for a balanced program 


That’s why The Guarantee also has 


a solid line of contracts featuring — 


LIFETIME DISABILITY BENEFITS 
NON-CANCELLABLE PLANS 
GUARANTEED RENEWABLE HOSPITAL PLANS 


Move ahead in agency building with The Guar- 
antee support: 5-star contract, complete Life and 


A&S lines, training program, new pension plan, 


and financing program. 


WRITE TO: 
J. D. Anderson 
Agency Vice President 
8721 Indian Hills Drive 
Omaha 14, Nebraska 


RALPH E. KIPLINGER, President 
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southern New Jersey; Mayor Klawitter; Mr. Shanks; Sen. Clifford P. Lita 
and Gov. Robert B. Meyner. Ceremony was attended by some 600 civic ree 
business leaders and Prudential employes. 
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Four $1 Million Policies 
Sold To Partnership By 
Massachusetts Mutual 


Four brothers, partners in an oil 
well drilling business, have purchased 
life policies from Massachusetts Mu- 
tual with an aggregate face amount of 
$4 million payable to the partnership. 
Each brother is covered for $1 million. 

According to the life company, other 
members of the family have been 
Massachusetts Mutual policyholders 
for several years. The business oper- 
ates in one of the leading oil and 
natural gas drilling areas in the 
country. Names of the partners and 
the business were not disclosed. 


Wis. A&H Men Name Fair 


President At Milwaukee 


MILWAUKEE—Harold Fair, Inter- 
State Assurance, Madison, was elected 
president of Wisconsin State Assn. of 
A&H Underwriters at the annual 
meeting here. He succeeds Hugh G. 
Raymond, Massachusetts Protective, 
Madison. Others elected were: Alfred 
K. Perego, Perego agency, Milwaukee; 
Richard E. Mueller, Provident L.& A., 
Milwaukee, and T. J. Litscheim, North 
American L. & C., Eau Claire, vice- 
presidents; Charles B. Stumpf, Stumpf 
& Associates, Madison, treasurer, and 
Leo E. Packard, Packard-Carson agen- 
cy, Milwaukee, reelected secretary for a 
22nd term. Mr. Packard was selected 
from four nominees as “The A&S 
Underwriter of the Year.” The con- 
vention and sales congress were held 
during “Disability Insurance Week.” 

State regulation of A&H insurance 
rather than federal regulation, is in 
the best interests of the general public, 
Gov. Thomson told the sales congress. 
“If regulation of A&H insurance is 
made the responsibility of some federal 
agency in Washington, Wisconsin 
residents would not get the considera- 
tion they get from our own state 
commission,” Gov. Thomson declared. 

“Accident and health agents should 
put the service element of their func- 
tion to the forefront,” and should make 
themselves available for consultation 
after the policy has been sold, Com- 
missioner Rogan told the members. He 
said agents should always be willing 
to answer questions and help the 
policyholder understand his insurance. 

In some cases, Mr. Rogan continued, 
complaints indicate that agents don’t 
fully understand the benefits of the 
policies they are selling. “This is in- 
excusable,” he said. Regarding com- 
plaints, Mr. Rogan said his department 
recently completed processing 620, but 
that most of them arose because the 
insured didn’t fully understand their 


el 


Adams Heads NALU Social 
Security Group: Buchanan 
Is Veterans Chairman 


Albert C. Adams, general age Beca 
of John Hancock at Philadelphia ap(first tir 
immediate past president of Nation was at 
Assn. of Life Underwriters, has beg official 
named to head the 1958-59 NAL{session: 
committee on social security, anjof org 
Thomas R. Buchanan Jr., New Yor policies 
Life, Washington, D. C., has been ap| The 
pointed chairman of the committee oj was slé 
affairs of veterans and servicemen, |of view 

Oren D. Pritchard, president office F 
NALU, in announcing the appoint vertisin 
ments, characterized Mr. Adams, materia 
“the top social security authority ij Mr. 
NALU,” and said, “As chairman qspeaker 
our social security committee for seyjoutlinec 
eral years before his election as pres years i 
ident of NALU last year, he testifieyto ente 
frequently before committees of Conj ago. 
gress.” Two | 

Mr. Buchanan, who is also presidenjsion, h 
of District of Columbia Assn. of Lifjmade « 
Underwriters, has been a member ojModern 
the NALU committee on affairs and m 
veterans and servicemen for foyoth ty, 
years and is an experienced witney@try m 
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Pru Liberalizes Accidental and pen 


Death Benefits On Ordinary 
Prudential has liberalized its acci 
dental death benefits on new ordin {North 





policies. The liberalization provi ew ] 
for double the face amount and appli 
to individual policies of $2,000. | Sixtee 
Under special circumstances ecently 
of up to five times the face amount latte (; 
a policy may be provided. ADB limi t the 
have also been increased to $50,qan 60 
for ages 5-14 and to $150,000 for aggncenan 
15-55. C 
ents. 
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Provident Mutual's 
roup Division Holds 
irst Annual Meeting 


The first annual conference of Pro- 


hanks, Presid ident Mutual’s two-year old group 
t, % Ce pidiivision Was held at Cherry Hill Inn, 
e from MayJiaddonfield, N. J., for regional group 
r J. Klawit| managers, field men and group per- 
> f Millyiy,jsonnel from the home office. 


e@ was 
1 in a 50-y 
> Capsule 


=F 


left, 
pisinger, 


The business sessions on Monday 


started with a welcoming address by 
Thomas S. Bradshaw, president, who 
was followed by Charles E. Probst, 
~~ vice-president in charge of the group 

division, and A. Frederick McLaughlin, 
manager of the group sales depart- 


director qt who had charge of the confer- 


ord P, 
00 civic 


e! 


s 


ce. 
"Both Mr. Probst and Mr. McLaughlin 
poke on group division developments 


and told of plans for expanding policy 


U Social 
chanan 
an 


Neral agen 
1delphia 








portfolios and services. The addition 
of group paid-up to the portfolio and 
the scheduled establishment of new 
group field offices were announced at 
the meeting. 


Because the conference was the 


first time the entire group field force 


of Nationjwas able to meet with home office 


rs, has 


officials, the balance of most of the 


8-59 NALljsessions was given over to discussions 


curity, 


of organization, underwriting plans, 


. New Yori policies and procedures. 





as been a 


The Wednesday afternoon session 


ommittee oj was Slanted towards the sales point 





-vicemen. 


of view, in which field men and home 


resident foffice personnel were shown new ad- 
he appoint{ vertising plans and sales promotion 


Adams, 
authority 
‘hairman 





material. 


Mr. Bradshaw was the principal 


speaker on Wednesday afternoon. He 


tee for seyjoutlined why the company, after 90 
ion as prefyears in the ordinary field, decided 
he testifigto enter the group field two years 













as 


52,000. 


ago. 


Two reasons accounted for the deci- 


sion, he said. First, the move was 


a service to field men, to place 


them on a better competitive basis 
with a complete portfolio of insurance 
and pension plans. 


INorth Platte Assn. Fetes 
New Members, LUTC Grads 


Sixteen new members were inducted 


ances Abgrecently at a dinner meeting of North 








gt 





Ity 


latte (Neb.) Life Underwriters Assn. 


the meeting, attended by more 


than 60 members and guests, Mayor 
eenan of North Platte presented 
UTC graduation certificates to 11 
ents. 
est speaker, spoke of the value of 
ALU and LUTC, commending their 
tvice in “helping to eliminate pover- 
» poor living conditions, inadequate 
flothing and food.” 


Commissioner Binning, the 


phenandoah Life Agents Attend 
mily Security Seminar At HO 
Twelve Shenandoah Life 
pave attended an intermediate sales 
Naining school held at the home of- 


agents 


ye. The five-day seminar included a 
Sudy of the methods of arranging a 


| & Com 


and 
ing 
mas 
e CG14 s] 


ollect. 






tion 









Hara, 


ily’s financial security through a 
bination of social security benefits 
a personal life insurance program. 


James L, Whitt, director of training, 


in charge of the school and was 


ssisted by William S. Hubard, coun- 


and assistant secretary, Howard 


Johnson, director of sales promo- 


and advertising, and George E. 
agency secretary. 
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Michigan Blue Shield 
To Request Rate Hike 


Michigan Blue Shield will reported- 
ly ask for rate increases at an early 
date, with the increase expected to 
take effect by Feb. 1, if approved. 

Any raise approved would apply to 
the old contract classification for sub- 
scribers with income limits of $2,500 
to $5,000, according to Jay C. Ketch- 
am, vice-president and general man- 
ager of Michigan Blue Shield. 

Michigan Blue Shield lost more than 
$2,200,000 in the last fiscal year, in 
spite of a 12% rate boost allowed by 
the Michigan department last October, 
and lost $3,372,841 in the previous 
year, Mr. Ketcham said. 

New contracts for 1,750,000 United 
Workers-C.I.0. members, now under 
negotiation, have been reviewed by 
actuaries and will not require any 
early revisions. 

Michigan State Medical Society del- 
egates debated Blue Shield matters at 
length at its recent convention in De- 
troit, criticizing the plan but agreeing 
to continue it rather than risk an even 
more unsatisfactory solution if prepaid 


N. J. Advisory Group 
On Licensing Named 


Commissioner Howell of New Jersey 
has appointed an advisory committee 
to assist the licensing division of the 
department in connection with the 
new agents’ qualification law. 

The committee includes J. J. Ma- 
grath, Federal; Harris G. Haviland, 
Lumbernien’s Mutual Casualty; Har- 
vey T. Massie, Nationwide Mutual; 
Harry G. Mather, Trenton agent rep- 
resenting New Jersey Assn. of Insur- 
ance Agents; Henry D. Bean of New 
Jersey Mutual Agents Assn.; Eric W. 
Turner Jr., Mercer County Mutual 
Fire, and Abner Benisch, Newark 
agent, representing CPCU and CLU. 

Edward Bambach of the department 
of education will work with the com- 
mittee on education requirements. 





medical service problems. The new 
service certificate will expand bene- 
fits for subscribers but will clarify the 
distinction between subscribers whose 
entire bill will be absorbed by the 
plan and those subject to additional 
fees. 


Supreme Liberty And 
Dunbar Life To Merge 


Directors of Supreme Liberty Life of 
Chicago and Dunbar Life of Cleveland 
have agreed to a merger. The Dunbar 
Life home office will be known as the 
Dunbar division of Supreme Liberty 
Life, and the combined business of the 
two companies in Ohio will be handled 
through this division. 

The majority of Dunbar’s insurance 
in force is in Ohio. The company oper- 
ates also in Kentucky. Supreme Liber- 
ty Life, operating in 12 states and the 
District of Columbia, has a substantial 
amount of its business in Ohio, and 
has offices in the same cities now 
serviced by the Dunbar. 

Supreme Liberty Life, in its 37th 
year and with branch offices in 29 
cities, reinsured Friendship Mutual 
and Diamond Mutual of Detroit earlier 
this year. 

Dunbar Life has $13 million of in- 
surance in force, including an A&S 
section, which will make Supreme 
Liberty Life’s total in force more than 
$140 million. Combined assets will ex- 
ceed $22 million. 
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LIFE 


UTE: 


A copy is yours for the asking. 


TOP MEN 
TOP MONEY 


... 4nd disability 





Every man who specializes in pension and employee 
welfare plans should have a copy of this brochure. * 
The brochure deals with a realistic solution to a problem 


which faces every business and its executive personnel. 


Write for brochure D-6. 


* Advertised in Time, October 6, Newsweek, Octo- 


ber 20, and the November issue of Fortune. 
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CCIDENT INSURANCE COMPANY 
Chattanooga -Since 1887 


ACCIDENT 





SURGICAL MEDICAL 








10 


Tells How Consumer 
Advertising Helps 
Agents Make Sales 


Addressing an audience by no 
means unanimously in fabor of na- 
tional advertising of life insurance, 
Clifford B. Reeves, public relations 
vice-president of Mutual of New York, 
told a recent meeting of Midtown 
Managers Assn. here why he believes 
national advertising helps the agent 
without attempting to displace him. 


Nothing Beats Advertising 


Mr. Reeves pointed out that as a 
creator of mass demand there is noth- 
ing that approaches advertising for ef- 
ficiency. For example, if Chevrolet 
spends $50 per car on advertising, 
mightn’t it be more efficient to elimi- 
nate this expenditure? The answer is 
no, said Mr. Reeves, because without 
advertising far fewer cars would be 
bought and because of the decreased 
volume it might be necessary to 
charge $250 more for the same car. 

Life insurance is still one of the 





This multi-million 
dollar agency 
builder booklet, 


“The Umbrella Plan’, 


is reserved for: 


GENERAL INSURANCE FIRMS 
FULL-TIME LIFE MEN 


If you can meet the above qualifications, you will be interested in our 
GENERAL AGENCY OPPORTUNITY which features top com- 
pensation, super market coverage in Life, A&H, and Group insurance, 
plus liberal practices and practical sales helps. 


AVAILABLE ONLY IN: 


Maine—New Hampshire—Vermont—New Jersey —Pennsylvania— Delaware — Marylan 
Washington, D. C.—Virginia—Ohio—Indiana—lIllinois —Kentucky —Michig 
Missouri—Florida 
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smallest advertisers of any major Qhio National Awards 


business, said Mr. Reeves. He noted 
the stopping of the downward trend 
in percentage of consumer dollars go- 
ing into life insurance but said this 
was not entirely due to advertising 
but also to better pricing and better 
product development. People now are 
more conscious of the place of life in- 
surance in the family budget than 
ever before. 

“We’re right up there with the im- 
portant things they’re supposed to 
spend money for,’ he observed. Mr. 
Reeves conceded that there has been 
a feeling in the life insurance business 
that advertising has come in to com- 
pete with the agents but he said that 
this is not so. With a good product, it 
should not be said that advertising 
fails because it is not possible to trace 
sales directly to the advertising, he 
declared. 

David B. Fluegelman, Connecticut 
Mutual, a past president of National 
Assn. of Life Underwriters, wondered 
if the trend toward price advertising 
of life insurance is consistent with 
professional standards. 

Mr. Reeves said that all opinion 
studies indicate that people had 


(CONTINUED ON PAGE 46) 





President's Trophies 


President’s trophies of Ohio Nation- 
al Life were won this year by the Lar- 
ry Boord agency of 
Dayton, the Roy 
Morris agency of 
Salem, Ore., and 
the Cliff Tompkins 
agency of Sheri- 
dan, Wyo. Presi- 
dent M. Rey Dod- 
son presented the 
trophies at the 
company’s bien- 
nial sales conven- 
tionat Manoir 
Richelieu, Que. 

For the competi- 
tion, company agencies are divided by 
size into three classifications. Competi- 





Larry Boord 


C. W. Tompkins Roy D. Morris 


tion is based on written and paid pro- 
duction during the annual president’s 
month sales campaign. 


Nw Mutual Launches Cargo Ship 

Northwestern Mutual’s ore carrier, 
the Edmund Fitzgerald, largest ship 
on the Great Lakes and first such 
vessel built as an investment by an 
insurance company, made her maiden 
voyage recently. The 729-foot ship 
loaded 20,000 tons of taconite pellets 
at Silver Bay, Minn., and delivered 
the cargo at Toledo, O. The Edmund 
Fitzgerald is named for Northwestern 
Mutual’s chairman. 
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Fidelity Life Appoints 
Five; Hears Kemper Tg}, 


General line selling is the Mog 
significant development in insurap,. 
of recent years, said James S, Kempe 
chairman of the Kemper companis 
presiding over the annual polip, 
holders meeting of Fidelity Life 4. 
sociation at Fulton, IIl. 

Five new officers were electeg . 
the meeting. Mark Kemper, finanei: 
vice-president of the Kemper op, 
panies, becomes financial vice-preg, 
dent of Fidelity Life. Robert T. Filip; 
now treasurer. Edward H. Sieh ha 
been appointed vice-president; a 
H. Andersen, vice-president and ‘| 







sociate actuary; and Charles E. Terre 
assistant secretary. 

Reappointed officers were: Walt, 
C. Below, Menasha, Wis., presiden! 
W. H. Rothermel, Fulton, executiy 
vice-president; Lyle H. Barnhart, Fy, 
ton, secretary and actuary; Chase y 
Smith, Chicago, general attorney, an 
Dr. J. E. O’Donnell, Clinton, 1 
medical director. 

A dividend increase of 25% wa 
also announced. 

In his talk, Mr. Kemper stated, “ 
is only natural for the agent to giy: 
the complete service of life, fire ay 
casualty coverage to his clients. Thi 
type of service is desired by the on 





so it is therefore the agent’s key ; 
future success.” ; 
He spoke also of the growth 
Fidelity Life as a general line pione 
in the Kemper group, and predict 
that the company’s business woul 
double in the next five years. Fidelit 
Life, founded in 1896, has increase 
its in force figure by nearly 58% if 
the last three years. It now has _ 





than $111 million in force, wit 
operations in 19 states. 

A 22% increase in new business it 
August over the same month last y 
was reported by American Mut 
Life. New business also showed a 
11% increase for the first eight month 
of 1958. 








now paying for more than 
$10,000 annually 
in Life premiums 
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GENERA 


HERE'S WHY: 


college senior plan. 


> 


Wa ter H. Huent, President 


and family policies. 








Indianapolis Life provides its agents and general agents with liberal commissions 
... life-time service fees . . . hospitalization and major medical benefits . . . group 
life... and a non-contributory pension plan. A substantial training allowance is also 
provided, together with ALL the tools for building a successful, profitable agency— 
including: 1 Career compensation plan and production incentive agreement for new 
men. 2 Basic and programming schools. 3 Success-proven training courses. 4 Busi- 
ness and tax seminars. § Check-o-matic and premium deposit plans. 6 Special 


A complete line of competitive life, accident, sickness, hospitalization, major medical 


Arnotp Bere, C. L. U., Agency Vice-President 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 


AGENCY OPPORTUNITIES in Colo., Conn., Fla., Ill., Ind., ta., Ky., Mich., Minn., Mo., Neb., N. D., Ohio, 





INDIANAPOLIS LIFE 


Ce a ee 


S.D., Tex, We 
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men of vision 
are selling 
United’s 20-20 
Cash Refund Plan! 







Here’s the policy with a future! United’s 20-20 Cash 
Refund Plan offers full cash refund... plus full protection. 
Millions are reading about 20-20 in the national magazines. 
Men of vision from United are cashing in on this demand for 


the policy that does two jobs. 


The 20-20 Plan can do two jobs for you, too. This 
talked-about Plan will introduce you to more people... and 
boost your earnings. If you want a clear-eyed view of your 
future with United drop a letter today to United of Omaha, 
Omaha, Nebraska. 


Be far-sighted =—go United 


United t 
OF OMAH 


One of America’s Foremost Life Insurance Companies 
N. M. Longworth, President 
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S.W. MANAGEMENT CONFERENCE 





Motivation No Mystery-It Comes From 
Recognition And Compensation: Murphy 


More than in any other business, 
motivation is the magic ingredient in 
the life insurance business, an obliga- 
tion of the home office to the field, 
and, in fact, the keystone of the 
business, said President Robert E. 
Murphy of California-Western Stztes 
Life at the southwest area manage- 
ment conference held _ recently at 
Dallas. Motivation, he said, is the 
“added something that catapults you 
and your agents out of bed each 
morning to perform daily a type of 
work which is at once the most 
demanding and the most rewarding 
in the world.” 

Following is an abridged version of 
the part of Mr. Murphy’s talk dealing 
with motivation: 

All of us here today are representing 
successful companies sO we may con- 


clude that management is discharging 
the obligation of remuneration, that 
the contracts and overriding formulas 
and other income arrangements that 
you and your agents have with your 
respective companies are designed to 
give you adequate compensation and 
the incentive to seek for yourself and 
your family a good standard of living. 
Yes, the motivation of money is 
powerful and basic because it’s the 
thing that puts steak on our table... 
the car in our garage and takes our 
kids through college. 

But it is the motivation of recogni- 
tion which presents to management 
its real opportunity and it is in this 
field that management determines for 
itself how its company shall grow and 
prosper. 

In our 


organization, recognition 











P. H. Davis, Jr. 


Mt. Everest 





E.H. Soper GA 
Sioux City C. J. Reinert 
Cincinnati 


Every man has 
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has been Conquered - 





these nine men, Mt. Everest was the C.L.U. 
designation. We are especially proud of these 
new C.L.U.s from the Equitable Life of Iowa. 

To all men who have attained this stature, 
we extend congratulations and our best 
wishes for a most successful career. 


LIFE INSURANCE COMPANY OF IOWA 












Denver 


R. M. Hawley De 
Seattle “ASPs 





J.Q. Hammond | 
Denver 


J.M. Henderson GA 
Omaha 





W. G. Miller, Jr. 
Pittsburgh 





his Mt. Everest — and to 
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Postal Life’s 
first general agent, 
Arthur Milton, 
New York, re- 
ceives sterling sil- 
ver service set as 
memento of his 
10th anniversary 






October 1], 












with the company. 








Occasion also 
marked Postal 









Life’s 10th year 
since its change- 
over from a mail 


order operation to the agency system. From left, Lewis W. Chapman, ¢ 











of company relations of LIAMA; Mr. Milton; Mrs. Milton and George Koloday o Pre 


president of Postal Life. 


“We 








means $40,000 a year that we spend 
in newspaper advertisements which 
feature the photographs and biograph- 
ies of our agents, and it also means 
the 4-cent stamp that we put on the 
birthday card that goes out to each 
one of our agents—and their wives. 

It’s a bouquet of red roses that the 
wife of each manager receives on her 
and her husband’s wedding anniver- 
say. It’s a handwritten note that I or 
our director of agencies scribbles to 
an agent when he concludes a good 
sale—and hundreds of these notes go 
out each year. It’s the true friendship 
that exists between me and my home 
office associates with our agents and 
managers, a friendship which has 
stricken the words “Mr.” and “Mrs.” 
from our vocabularies. 

Like all of you, our company has 
sales contests and incentive awards 
for special effort. We’re quite sure 
that an agent making $15,000 a year 
is not going to drive himself 12 hours 
a day, six days a week during a contest 
to win a barbecue set he can pick up 
at his nearest supermarket for $18.95 
—yet this is exactly what happens. 


Prize Is Just The Excuse 


The barbecue set is simply his 
excuse for an outstanding performance 
—he knows it and we know it—and 
his real motivation is to see his name 
at the top of the production list, to 
have his photograph and name appear 
in our field force publication, to be 
singled out before his fellow agents 
at the next club convention. Yes, he 
knows that top management is well 
aware of his capabilities and he will 
drive himself mercilessly to stand 
strong and tall with the men whose 
respect and friendship he enjoys. 

We have an agent in Spokane who’s 
been with our company since 1934. 
He is a fine looking man and enjoys 
a world of prestige in his community; 
in fact, he is currently president of 
one of Washington’s large, regional 
fairs. By most standards this man can 
be considered a success. For some 
years his income has been in the 
$10,000 to $12,000 bracket and he 
enjoys a comfortable life. But all of 
us have recognized that he has not 
begun to achieve his potential. 

Last May, his manager tried and 
tried to motivate this agent to become 
home-run king—top man—in our com- 
pany’s annual baseball contest. The 
manager didn’t seem to be getting 
any place and in desperation he called 
me and said that he Lelieved that this 
agent would go all out in the contest 
if I would promise to come up to 
Spokane to personally present him the 
president’s trophy. I readily agreed 
to this and two months ago I had 
the pleasure of flying up to Spokane 
for the presentation. 


Stirred Up Good Prospects 


Not only did this agent have by far 
the largest month in his 14 years in 


land sh 
the business, but he told me that } ~ at 


the time the contest ended he hamon st 
stirred up enough good prospects Alife in 
keep him busy for another thre e is 
months. I check his production record relying 
before flying down to Dallas for thjj panies 
meeting and as of Sept. 1 he is produc cannot 
ing 60% more business this year thal Mr. 
his best previous year in the ta of the 
ness! feel thi 
What price recognition? up and 
You know, a president’s time ithe cos 
supposed to be important—and goodlare so: 
ness knows, there doesn’t seem to rllthe ber 
enough of it to go around! I considejt the 1 
one of my most important jobs is tdquities 
spend at least an hour of my time iy icyhold 
visiting with and getting acquainted! mr. 
with the members of our company’stempor: 
career schools—those agents who haveltee, ba 
been with our company for thredgs to w 
months and who are brought into the} ness, b 
home office for advanced trainingltion of 
When these young men get back intoindustr, 
the field they may not remember whaifiispose: 
we talked about, but they do rememdractice 
ber that the president of their com-ance c 
pany is a fellow whom they call “Bob.Itocks. 


= | Menti 
OK Stock Sale Of New 


tion by 
: subcom! 

Denver Life Company 
The stock sale registration state. 
ment of International Opportunity 
Life of Denver has been cleared by 
the SEC, and the company officer 
intend immediately to sell 1 million 
shares of stock at $5 a share. 
International Opportunity Life, a 
$5 million capitalization, will be the 
largest Negro organized insurance 
company in the U. S. Among th 
members of the board are Dr. Marti ‘ 
Luther King Jr. of Montgomery, Alig . 
Jesse Owens of Chicago and V. 
Washington, of Washington, D. C., di 
rector of minorities of the Republica 
national committee. 
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Committee Chairmen Name 
By Women Leader's Group boy 
At its first meeting since the annudbyicdictj 
convention of National Assn. of Litimpanie 
Underwriters, Women Leaders Routil Colyy 
Table, headed by Suzanne Aude, appea 
chairman and agent of Prudential dc, ang 
England at Quebec, Can., named ths not s, 
following chairmen and their commil-§y_ 
tees: Florence Axelson, State Mutuilfeppe ¢ 
Life, Minneapolis, program; Helélve tpj. 
Tall, New England Life, Townsetdipreme 
Md., membership; Margaret Vogelsal&ifhat the 
Connecticut Mutual Life, Manitow0Ght know 
Wis., nominations; Grace Ross, New does 
York Life, Brooklyn, publicity; Hef inter 
mine Kuhn, independent, New YoBulazior 
N. Y., historian; Florence McConmttiix. i¢ ¢ 
John Hancock, Galesburg, IIL, edu tiable a 
ation, and Elsie Doyle, Union CenT®)tdwin 
Life, Cincinnati, memorial. e 
The board also decided to create #partmey 
finance committee. The new comml of t 
tee chairman will be named at a lat life oo, 
date. 


er 1], wi ber 11, 1958 
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l)pudential, Hancock Measures Castigated 


(CONTINUED FROM PAGE 2) 


- ‘14) of Commerce of just a few days 

) i % io reported that the United Kingdom 

r Mil.,modity price index has quietly 

'? BL. og to a new low for the year, 

| ‘nd to the lowest level since devalua- 
ion of the pound sterling in 1949.” 

ff wr. Dougherty said that under the 

| MAL oiable annuity the inherent risk al- 

P ways associated with common stocks 

° wid be passed along to the holder 

Mf the variable annuity contract issued 


py the life company. 
man, d 


rge Kolody)® Precedent For Action ; 
“we have not done that in the past 
———— nd should not do it now,” he said. 
me that biq¢ a person wishes to invest in com- 
ded he ha mon stocks, let him do so outside the 
Prospects tdjife insurance business, so he knows 
1other thregpe is assuming that risk, instead of 
iction Tecorfrelying upon the life insurance com- 
allas for thidpanies to eliminate it—which they 
he is produc§cannot do.” 
lis year thaf Mr. Dougherty said that advocates 
in the busifof the variable annuity apparently 
feel that stock prices will keep going 

: up and more or less keep pace with 
it’s. time isthe cost of living. He asked, if they 
—and goodllare so sure of this why don’t they give 

seem to rllthe benefit of this certainty not only 
1! I considejio the new purchasers of variable an- 
1t jobs is tilhuities but also to the millions of pol- 
my time in\icyholders whom they now serve. 

; acquainted! Mr. Dougherty recalled that the 
r company'}temporary national economic commit- 
its who haveltee, back in 1939-40 raised questions 
, for thredas to whether the life insurance busi- 
ght into thelness, because of its large accumula- 
ed trainingltion of assets, exercised control over 
et back intijindustry. This question was readily 
1ember whaitisposed of when it was shown that, 
' do remem bbractically speaking, the life insur- 
their com-jance companies owned: no common 
y call “Bob. tktocks. i 

i Mentioning the current investiga- 


lew ion by the anti-trust and monopoly 
beommittee of the Senate, whose 

ny ounsel has stated that the committee 
: broposes to examine the life insurance 
ation including the “economic 


+, pusiness, 
Ono pwer” of the life companies, 
any officer Pougherty said: 
1 1. million I am confident that all of us want 
p see reserved to the states the power 
age o regulate and supervise the insur- 
ty Life, Fe nce business. However, if I wanted 
will be thi, invite federal regulation, which I 
apes not, I can think of no better way of 
.poing it than for the life insurance 
Dr. Marti} mnpanies to put themselves in the 
sition of being accused of control- 
D.C : ae’ American industry through the 
»~* ©. pwnership of common stocks. 


Republica 
ites SEC. Efforts 


Name ‘Further, on the question of federal 
n NamMEtervention, you of course have heard 
; Group the efforts of the Securities & Ex- 
hange Commission to bring under its 
the annudbrisdiction two new variable annuity 
ssn. of Lifimpanies domiciled in the District 
ders Routii Columbia. The United States court 
ine Aude appeals ruled recently against the 
dentist ,» and held that variable annuities 
named thf not securities subject to its regula- 
oir commit-By 
ate Muttéll "The SEC is presently seeking to 
am, ve this decision reviewed by the 
Townselifipreme Court of the United States. 
 Vogelsatéifhat the ultimate result will be I do 
Mani know, but be that as it may, this 
Ross, ork 0° Point to the danger of fed- 
icity; Herm intervention and possible federal 
New 70Ffullaiion of the life insurance busi- 
McConn SS if the companies begin to sell 
_ I, eduy able annuities,” 
ion Cenl@) Edwin ¢, McDonald, vice-president 
an charge of Metropolitan Life’s group 
yy commie iment, spoke against another 
we late of the bill, designed to permit 
1 at a laletlife company to set up a separate 


Mr. 


investment account or accounts for 
pension business where such an ap- 
proach was agreed upon between an 
employer and the insurance company. 

“I take it that one of the principal 
purposes is to permit the insurance 
company to allocate to such separate 
accounts the investment income and 
asset gains or losses on the securities 
assigned to such accounts will be de- 
termined by those securities alone 
rather than by the total investment 
portfolio of the entire company,” he 
said. “Another important objective is 
to free such separate accounts from 
the investment restrictions applicable 
to the company as a whole. This will 
permit a substantial portion of these 
separate funds to be invested in com- 
mon stock.” 

Mr. McDonald said, “As commend- 
able as these proposals may appear to 
be from a competitive point of view, it 
seems to me that they all involve an 
intermingling of functions which are 
properly those of life insurance com- 
panies and those which should proper- 
ly be exercised by banks and trust 
companies.” He said he believed it to 
be better for all concerned—and most 
importantly the public—if these func- 
tions were kept separate. 

Wis. Fraternal To Expand 

MILWAUKEE—At the 30th trien- 
nial convention of Catholic Knights of 
Wisconsin, the name of the fraternal 
was changed to Catholic Knights In- 
surance Society. 

The society has operated only in 
Wisconsin since organization in 1885 
selling life and A&S. The change will 
enable expansion into other states. 
Delegates also approved a resolution 
authorizing entry into fire underwrit- 
ing lines. At the end of last year, 
Catholic Knights had $74,100,000 of 
life insurance in force. Sales of $14 
million were predicted for this year. 








Here’s ..... 
BIG NEWS 


It’s New! It’s For You! 


It’s Exciting! 


COLONIAL ADOPTS 


GRADED PREMIUM SERIES 


Based on Size of Policy 
New Plans ¢ Competitive Rates 
More Flexibility ¢ Higher Values 

More Liberal Policy Benefits 


PLUS Guaranteed Insurability Plan and 
Many Other Exciting Innovations 
To Help You Sell 


Ask your nearest General Agent, Branch Office or Regional 
Superintendent for rates and details. They are yours for the 


C 
4@ Colonial Life 


INSURANCE COMPANY OF AMERICA 
Home Office: East Orange, New Jersey 











That’s the reason you 
require the best material 


—with ease. National Cas- 


National’s representatives 
use the most modern 
methods in offering the 
finest in Disability Income, 
Hospital and Surgical 


Family, Franchise or 
True Group case. 


Available! 





available to make sales fast 


ualty’s sales aids fill the bill. 


coverages for the Individual, 


Guaranteed Renewable Policies 


SELLING FOR KEEPS? SURE YOU ARE! 


Establish and build 
your own Direct Agen- 
cy—highly attractive 
agency appointments 
in select territories 
now available. Write 
today for full particu- 
lars— Address: Acci- 
dent & Health Div., 
National Casualty 
Company, Detroit 26, 
Michigan. 


REMEMBER—IT'S 
EASIEST TO SELL 
THE BEST! 

















Editorial Comment 


Dollars For Autos—Or Lite Insurance? 


Better sell all the life insurance you 
can before the automobile manufac- 
turei's get into full cry with their drive 
to make everybody ashamed who 
doesn’t own one of the 1959 model 
space ships. After the unsatisfactory 
and even alarming showings for most 
of the 1958 models, the car makers are 
doing everything in their power—and 
they've got plenty of it—to make sure 
the coming model year is a prosperous 
one for their companies. 


A prosperous year for the auto in- 
dustry but to a iarge extent at the ex- 
pense of more important expenditures 
and savings. With a lot of people un- 
employed and millions of others wor- 
ried about a continued recession, many 
who might have bought the 1958 model 
cars began using a little sense about 
their financial planning. The automo- 
mobile men are out to put a stop to 
that kind of nonsense. Anybody who 
can scrape up the monthly payments 
is a logical prospect, regardless of what 
life insurance protection he may own 
or how much he has in his savings 
account. 

The manufacturers have spent mil- 
lions to make the 1959 models look 
radically different from the 1958s. 
Those that have been announced thus 
far look like Buck Rogers monstrosi- 
ties—which probably means that the 
public will be drooling over them. It 
will seem far more important to be 
seen in a windswept be-finned design 
than to own a decent amount of. life 
insurance. 

Generally, we’re against high pres- 
sure and backing up the hearse in life 
insurance selling. But for the man who 
buys a new car while going without 
needed life insurance we would have 
no mercy. If we could have our way, 
every one of such thoughtless oafs 
would be visited by the highest pres- 
sure hearse-backer in the life insur- 
ance business. 

True, by the time you know that a 
man has bought a new car he has 
hocked himself up to the ears and 
probably can honestly say that he has 
no thoney for life insurance, or any- 
thing else. Unfortunately there’s no 
practical way of detecting the symp- 
toms cf new-car fever in advance. But 
with the pressure that the car sellers 
are starting'to -put on, it is a pretty 
safe bet that anybody with a car more 
than a year old is subject to the dis- 
ease. 

Bear in mind that not even the most 
dedicated automobile man has con- 
tended that the public suffered by rea- 
son of the dreadful year that the auto 
industry has just been through. No- 
body who wanted a new car or a new- 
er car had the least trouble finding 
one. From the public’s point of view, 
all that happened was that a lot of peo- 
ple who didn’t need a new or newer car 
simply refused to spend their money 
on something they didn’t really need.. 

This shameful state of affairs is go- 
ing to be remedied, but good, if the 
car makers can possibly manage it. 
New models, huge expenditures for ad- 





vertising and promotion, and the pos- 
sibility that auto salesmen have been 
taught the necessity for selling might 
combine to push an awe-inspiring 
number of cars down the _ public’s 
throat—incidentally demonstrating 
thereby that streamlining really has a 
practical use. 


In the next few months, life agents 
are going to be selling against some 
real competition for the public’s dollar. 
The automobile industry is desperately, 
almost hysterically trying to avoid an- 
other year like the one it has just been 
through. Prospects for life insurance 
who may be tempted to buy a new 
car should get the full motivation from 
the life agent for keeping first things 
first when it comes to putting out 
money. “Nice guys finish last” isn’t 
always true but with all the demands 
the average family man has on his 
spendable income the agent who pulls 
his punches may find himself out- 
distanced by a powerful competitor 
who is pulling none.—R.B.M. 





Personals 


Howard Ennes, director of the bu- 
reau of public health for Equitable So- 
ciety, addressed the Pan-American 
Sanitary Congress at San Juan, Puer- 
to Rico, speaking on “Prevention of 
Accidents in Childhood.” He also ap- 
peared as an observer for Interna- 
tional Union for the Health Education 
of the Public, of which he is vice- 
president. 


Deaths 





HAROLD ALLEN, 46, sales promo- 
tion director of Bankers Life of Iowa, 
died in Des Moines. Prior to joining 
the company, he had been with Fi- 
delity Life Association since 1930, be- 
coming director of publicity, sales pro- 
motion director and later vice-presi- 
dent. 

CLIFTON MALONEY, 86, director 
and former president of Philadelphia 
Life, died. He had been president of the 
company for 25 years before ‘his re- 
tirement in 1947. 


JOHN L. DETERS, partner in San- 
ders, Deters & Associates of Phoenix, 
died of a heart attack. Previously, he 
had been with the Pittsburgh general 
agency of Minnesota Mutual for four 
years, and he'’,was also with North- 
western Mutual.” 


IRVIN A. WILBUR, who retired 
in 1953 after 40 years as general agent 
for Washington National, died at Flint, 
Mich., where he had lived for 30 years. 


BOUCHER: R. WRIGHT, ‘manager 
of Sun Life of Canada at Newark, died 
suddenly. He joined the company in 
1933 at Indianapolis where he later 
became assistant manager. He was ap- 
pointed manager at Charleston, W. Va., 
and transferred to Newark in 1940. 
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LEWIS B. HENDERSHOT, 68, re- 
tired assistant secretary and director of 
sales promotion 
of Berkshire Life, 
died unexpectedly 
athishomein 
Pittsfield, Mass. 

Mr. Hendershot 
entered the life 
business’ with 
Provident Life & 
Trust at Buffalo 
and, in 1923, joined 
Connecticut Gen- 
eral as educational 
director. He _ be- 
came associated 
with Life Insurance Sales Research 
Bureau six years later. 

In 1931, he became home office field 
supervisor at Berkshire. He was elected 
assistant secretary and director of sales 
promotion in 1951 and retired four 
years later. 

Mr. Hendershot was one of the orig- 
inators and a charter member of Life 
Advertisers Assn. He was elected presi- 
dent of LAA In 1944. He also wrote 
“Life Insurance Agency Organization,” 
a basic text which is still being used 
by LOMA. 


Cal. Agents Assn. Adopts 
Principles For Governing 


Agent-Lawyer Relations 

California Assn. of Life Under- 
writers has approved a statement of 
principles for relations with lawyers, 
after meeting with a special committee 
of the state bar association. The board 
of governors of the bar is expected to 
approve the statement soon. 

The statement incorporated the 
national statement of principles of 
cooperation between agents and law- 
yers with interpretative rules, ap- 
proved by National Conference of 
Lawyers and Life Insurance Com- 
panies. 

The interpretative rules include five 
prescribing proper behavior for agents 
and lawyers and describing a method 
for handling complaints. The rules 
also provide for a committee of three 
life agents appointed by the state 
agents’ association and three by the 
state bar. 





Lewis Hendershot 








Stocks 


By H. W. Cornelius, Bacon, Whipple & Co.: 

























135 S. LaSalle St., Chicago, October 7%, 1958 
Bid Asked 
Aetna Life 202 206 
Beneficial Standard... 15 16 
Business Men’s Assurance ........ 85 88 
Cal.-Western States _............. 97 
Columbian National ... 107 
Commonwealth Life ..... 2434 
Connecticut General ........ 315 
Continental Assurance .... 155 
Franklin Life  ...........ce00+ 72 
Great Southern Life - Bid 
Gulf Life 23%... 24% 
Jefferson Standard)... 88 
Kansas City Life ........... 1550 
Liberty National Life ..... 39 
Life & Casualty ............. 22% 
Life of Virginia ............. 55 
Lincoln National Life 205 
National L. 8 A. crcccccccsssesseseeeeee 100 
North American, IIl. 19% 
N. W. National Life 90 
Ohio State Life .................ccssee 335 
Old Line Life ............ 65 
“Republic—Natl.. Life 55% 
Southland Life ......... 108 
Southwestern Life 0.0.0.0... 133 
Travelers 85 
United, Ill. 47 
U. S. Life 4342 


Wisconsin National Life 


UNDERWRITER 
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DALLAS 1, TEXAS—309 Employers Insur- 
ance Bldg., Tel. Riverside 7-1127. Alfred B 
Cadis, Southwestern Manager. 


DENVER 2, COLO.—234 Commonwealth 
Bldg., Tel. Amherst 6-2725. J. Robert 
Ebelhardt, Rocky Mountain Manager. 










DES MOINES 9, IOWA—327 Insurance Ex-§ 
change Bldg., Tel. Atlantic 2-5966. D. J. 
Stevenson, Resident Manager. 


DETROIT 26, MICH.—613 Lafayette Bldg. 
Tel. Woodward 5-2305. William J. Gessing 
Manager for Indiana and Michigan. 


INDIANAPOLIS 20, IND.—5634 N. Ruri” Part 
St., Tel. Clifford 3-2276. William J. Gessing Proxima 
Manager for Indiana and Michigan. 


MINNEAPOLIS 2, MINN.—1038 Northwest 
ern Bank Bldg., Tel. Federal 2-540} 
Howard J. Meyer, Northwestern Manage. 















NEW YORK 38, N. Y.—17 John 
Room 1401, Tel. Beekman 3-3958. J. 
Curtin and Clarence W. Hammel, New Yor 
Managers. 


EWARK 2, N. J.—10 Commerce <i ] 
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PHILADELPHIA 9, PA.—123 S. Broad ® | 
Roem 1027, Tel. Pennypacker 5-3706. Roum 
l. Zoll, Middle Atlantic Manager. i 






% 
ST. LOUIS 2, MO.—221 Pierce Bldg. % 
Chestnut 1-1634. Geo E. Wokigemuth, B@® 
dent Manager. +4 


SAN FRANCISCO 4, CAL.—582 Market 3 
Tel. Exbrook 2-3054. Robert L. McMulle 
Pacific Coast Manager. % 
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NAL loubts Commissions 
“Swould Rise Even If 
iw.Y. Law Were Eased 


Richard M. Grosten, general agent 
Manhattan Life at Los Angeles, 








writes: 
seas Having attended the meeting of the 
8, N.Y. ompensation committee in Dallas, I 


X NY 1m]; very much interested in your 
















B. Mitchen |. rite-up in the Sept. 20 issue of the 

position of Mr. Julius ee be - 
York insurance department. 

— on felt that Mr. Sackman’s re- 

cago 4, m. marks which you quoted displayed a 

TWX CG @& very fine understanding on his part 

Burridge, |of the commission problem. 

G. Ebel, | jt is a little difficult, however, for 


me to reconcile the attempt to get 
commissions increased when it is ob- 


IOR vious that the New York companies 
ago 4, m, jwould not necessarily increase com- 
TWX CG @ missions even if section 213 is liber- 
d J. O'Brien alized. The fact is that very few com- 

panies are now paying the maximum 
ICE Icommissions permitted under section 
ti 2, Ohio, 1213, except in the case of ordinary 
-2140. life. Also, we have been going through 


a wave of commission cutting by com- 

Ipanies on ordinary life policies in 
esident. a to produce competitive special 
rates. 


believe that section 213 is controlling 
top commissions when at the same 
time agents are enthusiastically sell- 
Bldg, Te. fing ordinary life policies, pension plan 
Southeastem |policies, full reserve policies at very 

much less than the 55% maximum? 
ral St, am} It seems to me that before conduct- 
y H. langjing a survey which might result in 
er and Dam [permission to the companies to pay 
gland Mat lore commissions we might also con- 

duct a survey among the companies 
ckson Blvd, fas to their willingness to pay more. if 
William D, (permission is granted. _,- Bee 

Congratulations on a very interest- 
E. Fourth ing article. 


3. P. Woods, aa 
‘Sestea (an Antonio Life Assn. 
gz. oh s,fPresents LUTC Diplomas 
1-396. Pail! San Antonio Assn. of Life Under- 
writers, at its September meeting, had 
oyers Insur-fas guests George Witte, NALU mem- 
7. Alfred B bership director, and Eugene M. Lyons, 
Houston, Pacific Mutual group repre- 
re entativee W. G. Noble, American 
eneral Life, LUTC chairman for the 
past year, presented diplomas to 21 
ee members who completed both parts of 
*“"“LUTC. Forty others were presented 
ith certificates for completion of 
yee part I. Five LUTC classes will begin 
higan. in October, three in Part I and two 
4 N. Rural) part II, with an enrollment of ap- 


1 J. Gessing JPToximately 100. 
higan. 








anager. 








Fred W. Knight, California-Western . 


States Life, outlined coming pro- 
grams. A plaque was presented to B. 
W. Johnson, Minnesota Mutual Life, 
for service as vice-president. 

George L. Richon, National Life of 
Vermont, and Stanley W. Cole, vice- 
president Government Personnel Mu- 
tual Life, will direct the raising of 
contributions to the San Antonio 
United Fund. Mr. Richon spoke of the 
importance of the fund in the training 
of handicapped children, in addition 
to other groups which benefit from 
the use of the fund. He stated that 
in 1957 San Antonio Assn. of Life Un- 
derwriters led all of San Antonio pro- 
fessional groups in contributing to the 
United Fund. 


CLUs Hear Palmer Laud 
Agents As Builders Of 
Public Confidence 


More than 100 members and guests 
at the annual conferment dinner of 
Washington, D. C., chapter of Ameri- 
can Society of CLU at the Columbia 
country club heard H. Bruce Palmer, 
president of Mutual Benefit Life, 
praise agents as important factors in 
the building of public confidence in 
life insurance protection. 

Mr. Palmer said, “Thoroughly train- 
ed career life underwriters have help- 
ed to create the broad foundation of 
public confidence that has made pos- 
sible the great increase in life insur- 
ance protection.” 

Mr. Palmer noted that the CLU pro- 
gram aids the agent in building this 
public confidence because it “crystal- 
lizes the ideals of the life insurance 
industry. Field men and women: who 
participate in the program raise their 
own standards of service.” 

Robert Dechert, general counsel of 
the Department of Defense, was a 
guest at the conferment dinner and 
presented certificates of the CLU de- 
signation to Robert M. Callaway Jr. 
and Charles M. Trubac, both of. State’ 
Farm Life; Joseph S. Hurley and Wil- 
liam F. Jacoby Jr., both of Massachu- 
setts Mutual; Oliver J. Judge, Mutual 
Benefit Life, and Miles M. Prescott, 
Equitable Society. G. Edward Hack-° 
ing, Acacia Mutual, received his CLU 
designation in management. 


John Hancock Ordinary Sales Gain 
36.6% In First Eight Months 

John Hancock’s ordinary sales in 
the first eight months of 1958 in- 
creased 36.6% over sales for the same 
period in 1957, and January-August 
group sales were 18.3% less than a 


year ago. Continuing a general indus-.. 


try trend, sales of weekly industrial | 
were down 12.7% in the eight mdoriths. 
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C OMPLETES 
FATHER - SON 
TEAM—James V. 
LeLaurin being 
congratulated by 
his father, Fred E., 
at the national 
conferment -ban- 
quet of American 
College held in 
Dallas recently 
where the son was 
awarded his CLU 
designation and 
the father sat at a 
special table for 
the class that re- 


rapper wit teived the CLU designation 25 years ago. At right in photo is Fred E., Jr., who 


| for comple 


scrintion +} Aetna 


nati 2, Obie aa a father in New Orleans, Fred Jr., in 


teceived his CLU in 1956. All three members of the father-son team are -with 


Baton Rouge, and James 
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INCREASE IN ELECTRIC 
POWER PRODUCTION 


During the past ten years, kilowatt hours 
produced within the area served by 
Life of Georgia have increased from 51 
billion in 1947 to 170 billion in 1957— 
an increase of 231.7%. This rate 
of increase is 74.5% greater than the 
increase for the nation as a whole. 


Lk INSURANCE 


COMPANY 


or GEORGIA 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 





























Rene Wa 
THOUGHTS 


Some may think, “I’m only a quiet person with- 
out influence. One person does not count’. But: 

















‘One vote elected one of America’s. great presi- 
dents, Thomas Jefferson, in the electoral college. 
One vote elected John Quincy Adams’and Ruther- 
ford B. Hayes in the same way. And the man who 
cast the deciding vote for Hayes was a congress- 
man from Indiana who was elected himself by 
only one vote. Just one vote brought California, 
Idaho, Oregon, Texas, and Washington into state-= 
hood. Does one person, and his decision, and how 
he exercises that decision count for anything? 


A “Beneficial Thought” for all of us. 


















BENEFICIAL LIFE 
fasuuance Company 


Virgil H. Smith, Pres. Salt Lake City, Utah 


























GREAT SOUTHERNERS 
ARE MEN OF 
ACHIEVEMENT IN 
THEIR COMMUNITIES 
THROUGHOUT SEVEN 
STATES 


GREAT SOUTHERN 
Life Insurance Company 
Founded 1903 
Home Office + Houston, Texas 




































Add more 


LIFE 


to your sales 


For agents and brokers 
who also write automobile, 
fire, theft and property 
insurance, Mutual Trust 
Life Insurance Company 
has prepared power- 
packed, new brokerage 
material — 


nsunanct 





A loss by Fire is possible... 


We are enclosing your FRE POLICY Thank you 
A loss by Death, inevitable... 


We 


















What form and amount of LIFE 
INSURANCE do you recommend 


Eres 





THEFTS OF Trapp 
‘OCS DISAPPEARANCE 








For more information write — 


CHARLES H. KIEFER, Vice-President 


Mutual Trust Life Insurance Company 


77 South Wacker Drive Chicago 6, Illinois 


@ Only surplus business is invited from full-time representatives of other companies. 
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Mutual Of N. Y. Endowment 
Policy Options Geared 
For Greater Flexibility 


Mutual of New York has inaugurat- 
ed four new options for its builder 
endowment policies designed to pro- 
vide greater flexibility in the plans. 

One of the options allows the policy- 
holder to defer maturity for five or 
ten years without further premium 
payments. Such a choice would in- 
crease the amount of benefit payable 
at the end of the deferment. The high- 
er amount plus the greater attained 
age provides an increased life income 
at that time. Policyholders will con- 
tinue to share dividends during the 
deferred period. 

Under a second option, policyhold- 
ers may postpone maturity as in the 
first option, but will continue pay- 
ments at standard rates, thus further 
increasing the amount available at 
ultimate maturity. 

Another option allows policyholders 
whose endowment proceeds are set- 
tled at the original maturity date un- 
der a life income option to increase 
their guaranteed life income by pay- 
ing an additional amount to provide a 
single-premium annuity. The addi- 
tional amount may be as great as the 
face amount of the policy and the pre- 
mium rate for the annuity is 2% less 
than rates in effect at the maturity 
date. 

A fourth option permits the contin- 
uance of the policy in force after ma- 
turity as paid-up participating life for 
the face amount, without evidence of 
insurability. The excess of endowment 
proceeds over the amount needed to 
provide the paid-up insurance is pay- 
able on the endowment date. 

Additional benefits, such as an acci- 
dental death benefit, do not continue 
beyond the original endowment date. 


Manufacturers Life To 
Increase Dividend Scale 


Manufacturers Life will increase its 
dividend scale, effective Jan. 1, the 
fifth consecutive annual increase. 

The company will also increase from 
3%% to 31%2% the interest to be paid 
in 1959 on dividends on deposit and on 
policy proceeds left with the company 
under settlement options subject to 
surplus interest. 





Convention Dates 





Oct. 22-24, Life Advertisers Assn., annual meet- 
ing, Queen Elizabeth hotel, Montreal. 

Oct. 23-25, Midwest Management Conference, 
French Lick, Ind. : 

Oct. 27-29, Health Insurance Assn., individual 
insurance forum, Drake hotel, Chicago 

Nov. 6-7, New York State Assn. of Life Under- 
writers, fall delegate meeting, St. Moritz 
hotel, Lake Placid, N. Y. 

Nov. 10-13, Life Insurance Agency Management 
Assn., annual, Edgewater Beach hotel, 
Chicago. 

Nov. 19-21, Institute of Home Office Under- 
writers, Hollywood Beach hotel, Hollywood 
Beach, Fla. 

Nov. 20, Insurance Federation of New York, 
annual, Waldorf-Astoria, New York City. 


Dec. 8-9, Assn. of Life Insurance Counsel, win- 
ter meeting, Waldorf-Astoria hotel, New 
York. 

Dec. 9, Institute of Life Insurance, annual, 
Waldorf-Astoria hotel, New York City. 

Dec. 10-11, Life Insurance Assn. of America, 
annual, Waldorf-Astoria hotel, New York. 

Dec. 15-19, National Assn. of Insurance Com- 
missioners, midwinter, Roosevelt hotel, New 
Orleans. 

Dec. 28-29, American Assn. of University 
Teachers of Insurance, annual, LaSalle Ho- 
tel, Chicago. 

Feb. 20-21, New York State Assn. of Life Un- 

derwriters, general agents and managers 

ae Gideon Putnam hotel, Saratoga, 
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IN 1957 patient 

14% OF OUR GENERAL AGENTS |. to 
© EARNED OVER $25,000... f° co 
22% MORE THAN $20,000.,, foecaus 
cannot 

policy | 

A8% OVER $10,000. pp ot 
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THEY DID IT with unique contracts proper 
such as— lish so 


%* The Fit-the-Future 
%* The Extension 
% Guaranteed Insurability Rider 








% Family Security Plan hen 
* Complete portfolio of A & 5, are in 
Group and Pension Plans. please 
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ind that brings us squarely to the 
ection of what operating and office 
lena gement people can do specifically 
in develop good public relations for 
heir companies. I’ll try to give you 
Hig practical ideas. 
i 1, Employe morale: The first step 
I, developing good policyholder rela- 
is to indoctrinate all operating 
ple on the importance of good 
hublic relations and superior service 
to policyholders. If you, in your ex- 
seutive capacities, say it is important, 
hey are more likely to give it the 
attention it deserves. 
| 9. Internal communications: I urge 
you to take a good hard look at inter- 
nal communications in your company, 
because people at the operating level 
cannot do a satisfactory job, unless 
policy decisions, operating instructions 
Jand other necessary information flow 
down to them in proper form at the 
e contracts |proper time. It is one thing to estab- 
lish sound policies, but such policies 
must be clearly ‘derstood by the 
jpeople who have .. make them work. 


| 3. Service audits: How do you find 
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ity Rider but whether services to policyholders 
are meeting their requirements? The 
obvious answer is: “Ask them.” We 
A&S, are in business, after all, primarily to 
ans, please our customers. Yet many busi- 
nesses do not take the trouble to 
| with the j[consult those customers about their 
stance that ||"°WS: ; , 

A One very simple and effective way 
pie’ ag to get policyholders reactions is to 
© build top | onduct a continuous series of “service 

audits.” For example, in my own 
ompany, we select a particular service 
\ichigan each month (for example, change of 
a ° Indiana jjbeneficiary) and send a letter and 


questionnaire to some 250 policyhold- 
ers who requested that particular 
[service in the preceding 30 days. Thus, 
while the transaction is fresh in their 
minds, we ask them whether we per- 
formed it satisfactorily. Did we act 
promptly enough? Were our people 
courteous and helpful? 


4. Handling of complaints: Still 
- another way to appraise policyholder 
services is to tabulate and analyze all 
mplaint letters received. Unless that 
is done on a centralized, company-wide 
basis, no one knows how many com- 
plaints there are, or what their 
haracter is. Changes in the volume 
and subject matter of complaints over 
R period of time will give you a 
valuable guide as to where your 
procedures and services need improve- 
ment. Moreover, to help build good 
policyholder relations, you must be 
ure that complaint letters are really 
etting satisfactory answers. Some 
fomplaints are difficult to answer and 
a € special handling. 


$ON 


nt 


Wers Affect Attitudes 


i 5. Correspondence: Much of a 
plicyholder’s opinion of his life insur- 
nce company is gained from the 
Maracter of the letters he receives 
tom his company over a period of 
ars. He wants the answers to be 
uurteous, simple—and above all— 
wompt! When a policyholder writes 
»» Company, the matter is often a 


—____ fry urgent one. He may need money 
ING a hurry. He may want to change 
beneficiary arrangements before 
mn aking a long trip. So he does not 
) da pect to wait a couple of weeks for 
reorgi™: jf answer; and he will be aggravated 
ephone {fi that happens. 88 
____—] One company I know maintains a 














teeves Indicates Office And PR Tie-In 


(CONTINUED FROM PAGE 5) 


system of time controls on all cor- 
respondence. This shows how many 
letters go into each department every 
month, how many are answered with- 
in three days or less, how many in 
five to seven days, to 10 days, etc. 
These tabulations show where delays 
and bottlenecks are occurring. This 
enables the public relations people to 
discuss the question ‘with various 


LIFE INSURANCE EDITION 


operating departments before the prob- 
lems become chronic and affect policy- 
holder relationships. 


Humanized Correspondence 


That same company also instituted 
a system of humanized and simplified 
correspondence. A correspondence 
consulting firm was brought in to 
train people in letter writing. They 
found that nearly two-thirds of all 
the letters being answered by the 
company fell into repetitive patterns. 
This made it feasible to prepare “guide 
letters” in simple, humanized style. 
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The company now has more than 
2,500 such letters, covering all the 
routine correspondence needs of the 
company. 


Use Of Special Letters 


6. Special Letters: There is great 
need for more communication between 
life insurance companies and _ their 


policyholders. Much can be done to 
develop closer policyholder contacts 
through the use of specia] letters to 
policyholder groups at different special 
times. Some companies write a wel- 
come letter to new policyholders over 


THE MEN FROM MIDLAND MUTUAL 





Chester O. Sullivan, Midland Mutual’s field-minded President. 


“Our greatest asset...happy, successful field people’? 


President Chester O. Sullivan defines the basic pur- 


pose of Midland Mutual: 


“Extending the benefits of personal insurance to 
an ever-increasing number of people.” 


Our greatest need in the accomplishment of this 


sive to the needs and problems of the field force. 


To find out more about the advantages of Midland 


purpose is an effective, well-trained sales organiza- 
tion. Our greatest asset will always be happy, suc- 
cessful field people — because they do the actual 
work of serving the public through our products. 


Midland Mutual offers rewarding careers in field 
management and underwriting—and provides 


the leadership and support to help field people 


achieve real success. The home office is staffed with 
capable, experienced individuals who are respon- 





Mutual's “Helping Hand” philosophy of operation, 
write to Charles E. Sherer, CLU, Vice President and 
Director of Agencies. 
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MIDLAND MUTUAL 


LIFE INSURANCE COMPANY 
256 East Broad St., Columbus 16, Ohio 
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the signature of the president, enclos- 
ing the latest annual report of the 
company and inviting continued inter- 
est in the company’s affairs. Some 
other companies write special letters 
to policyholders on their completion 
of limited payment and endowment 
contracts, congratulating them on their 
achievement and offering to be of 
further service. Some companies issue 
bulletins or magazines which keep 
policyholders posted on new insurance 
developments of possible interest to 
them, and give them a greater under- 


DNA! 






standing of their companies. 

7. Printed forms: Printed forms are 
another bugaboo for the average 
policyholder. Too often they are writ- 
ten and designed without regard for 
the people who will have to read and 
understand them. It is not unusual 
for the language of printed forms to 
remain unchanged for as much as 20 
years, because it is easier simply to 
reprint a form when needed than to 
review it critically. 

I think every company should have 
a committee, or some other form of 


UND) 





saty ? 


organization, set up to review and 
revise forms as the need for reissuing 
them arises. Consideration should be 
given—not only to legal requirements, 
but to public relations and_ sales 
considerations and the need for sim- 
plicity. 

Even the United States government 
is learning the importance of simple 
and attractive forms, and it has done 
much to improve income tax blanks 
in recent years. In fact, I hear that 
next year’s blank may contain only 
three questions: (1) How much money 
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pittamey- to [tp o4e” 


Benjamin Disraeli (1870) 


Our constant purpose: 
to achieve success with 
our career men and women. 


A history of success:* Founded: 1905 In Force: $362,287,260.00 
Assets: $ 103,046,260.00 
Surplus: $ 13,423,467.00 

*Financial Report 1957 

NOW .. . a new approach to the future for our career men and 


women. “A COMPLETE PERSONAL INSURANCE PROGRAM 
FOR YOUR CLIENTS AND PROSPECTS.” Featuring: 


Life *« Accident * Sickness 
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NEW ... Accident and Sickness Plans—“‘Y our Partner for Life.” 
NEW ... Career Contract builds retirement—renewals vested 
for the premium paying period of the policy. 
NEW... Company Education and Training—plus aid for your 
L.U.T.C. and C.L.U. work. 
NEW ... Tested and proven Direct Mail Aid. 
NEW ... Life Plans with high values—low premiums. 
NEW ... Agent and Agency philosophy. 
r 
See for yourself... write, wire, or call todayfor {f 
” ’ pt - I 
your “new approach” agent's kit. Get full details J 
by contacting your local Central Standard Gen- : 
eral Agent or: Robert O. Shepler, C.L.U. : Name 
Agency Director, : 
i 
CENTRAL STANDARD LIFE |; ‘tt 
Franded (G05 — INSURANCE COMPANY j 
211 W. Wacker Drive k 
Chicago 6, Ill. i City 
i 
1 


50 











October 1], jam 
Octo 





do you have? (2) Where is it? r 







How soon can you send it? 

8. Requirements for policyholde, 
In connection with your services , 
policyholders, have you  reviey§ —— 





lately the things you are making the 
do to meet your requirements? 2 
you requiring them to send in the Fi 
when | 





policies for endorsement, 
really is not necessary? Are ro 
requiring more witnesses to signa a 
than you need? 1 
Are you sure that all departme, 
are requiring the same actions fp 
policyholders? If an inquiry jg 
swered in your actuarial departme; 
do they establish different requip, 
ments than the law  departme, 
would? It is important to make » 
that all the requirements for polies, 
holders are as simple and streamling ™M. 
as you possibly can make them, 
For example, one company I knoy 
found that it had more than 50 printe 
forms that required notarization , 
signatures. This requirement was : 
legal custom that had survived froy 
an earlier day. It seemed to hay 
little, if any, practical value to th 
company—but it represented a grey 
practical nuisance and expense { 
the policyholder. ‘ 


Problem Of Lapses 


9. Lapses and Surrenders: Th 
problem of lapses and surrenders ; 
another to which I am sure you 
home office people can make a rel 
contribution. That problem is one 4 
the most serious that confronts out 
business from the standpoint of policy. 
holder relations; and we have not ye 
been able to find a real cure for it 

I feel certain, however, that th 
applicatio: of the best research ani 
operating minds in our industry wil 
some day solve it. I suspect that th 
answer miay be tied closely to th 
over-all problem of keeping policy. 
holders more throughly sold, through 
better conmunications, on the valu 
of their life insurance programs. 


Dangers Of Abuse 


10. Watch points of possible abuse 
In all business operations, there ar: 
certain activities that are especially 
subject to possible abuse, or the 
development of situations that cal 
unwittingly lead to criticism or em 
barrassment. Typical of such areas 0 
operations are the purchasing of sup 
plies and equipment, the awardinj 
of advertising contracts, the hiring — 
of consultants, the retention of outsiéf 
attorneys, and the placing of commif % 
sion business on_ securities wit 
brokerage houses. 

A periodic look into the reasons 1 
all such relations with outside mdi¥i 
duals and organizations is a wi 
precaution. It helps to avoid situatio 
in which favoritism or a _ possivt 
conflict of interests might lead 1 
public criticism. 4 

Service to our policyholders a 
their beneficiaries is the prima 
reason for the existence of me J 
insurance business. We are essential) 
service organizations. Our 110 mil 
policyholders represent our grea 
strength if we serve them well, BU 
our greatest weakness and dangé 
we serve them poorly. Satisfactia 
our policyholders is the greatest 
wark we have against any 
criticism of our business, or agai 
any intrusion of socialized insurai 
plans. The future of the whole 
insurance business will be _ largey 
determined by the quality of tdent; 
service that it renders the insull 
public, and by its success in main 
ing the good will of more than i 
million policyholders. 
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Six Perils Facing 


Selection Tests Used In Recruiting Fraternals Told At 


Use, problems, and results of using 
selection tests in the recruiting of 
fied men was the subject of a thor- 
ough-going panel discussion at the 
fied managers’ section—the last meet- 
ing of the congress, and the only 
section meeting held at a time when 
all could attend. 

M. J. Emerson, Equitable Reserve 
Association and president of the sec- 
tion started off the discussion by 








NEW OFFICERS 

President—M. J. Emerson, Equitable 
Reserve Association, reelected. 

Vice-president—George Krempiem, 
Aid Association for Lutherans. 

Secretary-treasurer—R o bert H. 
Platt, Modern Woodmen. 

Executive committee—Herbert A. 
Johnson, Lutheran Brotherhood; T. E. 
Newton, Woodmen of the World of 
Omaha; William Wenger, National 
Mutual Benefit Society; Richard Hen- 
ne, Gleaners Life. 





stating that selecting qualified career- 
minded salesmen is_ the _ biggest 
problem confronting the field manager. 


fully planned and dignified manner. 
In fact, we would strongly recommend 
that before administering the test to 
a potential candidate that the field 
manager administer it for practice 
upon someone else first. We do not 
recommend that the test be scored in 
the presence of the candidate. 
“Through the careful use of tests 
we are able to be much more highly 
selective in choosing our recruits. This 
will result in a much lower turnover 
of salesmen, and turnover is costly. 
We can expect better production from 
our salesmen, and better morale in 
our agencies. All this will, of course, 
(CONTINUED ON PAGE 30) 


NFC’s PR Man Overpowers 


Blase Miami Beach 


Miami Beach knows that H. L. 
Rosenblum was there. 

This city, which frequently plays 
host to a dozen or more national 
conventions at the same time and 
therefore pays little heed to them 
publicity-wise, fell victim to the wiles 
of the NFC’s hard-working publicity 





Presidents’ Section 


Six dangers to the fraternal system 
were outlined by Paul D. Hill, business 
manager of the Fraternal Monitor, in 
his talk, “The Critical Years Ahead,” 
at the president’s section Monday 
morning. Edward L. Marek, Czecho- 
slovak Society, presided over the 
meeting. : 

First of the dangers described by 
Mr. Hill was the attempt of the federal 
government to increase the amount 
of income taxes paid by mutual life 
insurance companies. 

“I realize that, at the present time, 
this problem does not concern you... 
yet, with the federal government’s 
constantly increasing need for more 
and more dollars, who is to say that 
the temptation to tax the incomes of 
your societies may not become over- 
powering? Certainly, vigilance is 
needed. 

“Second, we should mention the 
Congressional committee that is cur- 
rently investigating all kinds of insur- 
ance, including life insurance . . . The 
adverse publicity from any charges 
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NFC Chooses Jackson As President 


Field Managers Panel Discusses 


Succeeds Lundgren 
Ai Miami Meeting; 
Ransford Advances 


Vote To Incorporate Under 
Illinois Law; Report New 
Code Gaining Acceptance 


MIAMI BEACH—With rockets as 
its symbol and “reaching for the stars” . 
as its theme, the annual meeting of 
National Fraternal Congress met last 
week at the Fontainebleau Hotel and 
kept delegates so busy few had time 
to reach the “outer space” of the near- 
by beach. 

Last in order of business on the con- 
vention schedule, but of prime impor- 
tance, was the election of W. Cable 





NEW OFFICERS OF NFC 
President—W. Cable Jackson, Mod- 
ern Woodmen. 
Vice-president—G e or ge Ransford, 
Gleaners Life. 
Secretary-treasurer (continuing)— 
Foster F. Farrell, NFC headquarters. 





have not ye Poor selection is costly, he said, in chairman. that are made, whether those charges _ Executive committee—New ace 
cure for i! time, effort, and the effect on morale Mr. Rosenblum, who is director of @%€ founded or unfounded, could and bers: Florence Jensen, seo snoger rt 
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osely to the Jae the Miami Beach Sun. Front pages, Pfodding of Congress. Walter L. Rugland, Aid Association 
ping policy| No Test Is Infallible aaa aie eee : Aes for Lutherans; G. Myron Savage, New 
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n the vali! put that it keeps a field manager television stations showed scenes of protection of insurance for beneficiar- Hanson. % ae: = peal ren, Woodmen 
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ings, he said that to be most effective prime evening time. Channel 10 car- watching. pani pcr Ransford. ‘ 
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s, there ie fully. re ; no less than four times. Radio station attempts of the Federal Trade Com- Jackson, director of Modern Wood- 
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use, or th to handle the entire matter in a care- broadcast it. (CONTINUED ON PAGE 31) president of Woodmen of the World 
1s that cay of Omaha, as president. Moving in 
ism or em line for the top spot next year was 
uch areas of | George Ransford, Gleaners Life, who 
sing of sup became vice-president. 
ie awardin Two plenary sessions, 10 section 
the hirin meetings, a number of committee 







mn of outsi¢f | meetings, a couple of luncheons and 
of commi one breakfast were included on the 
rities wit program. Only the annual banquet on 
































Tuesday night, followed by an Aqua 
Show, the latter compliments of 
Woodmen of the World of Omaha, 
gave delegates a chance to _ relax. 
However, wives of many of those 
present found time to go sightseeing 
and shopping along Miami Beach’s 
famed Lincoln road. 

-At this first Miami Beach meeting, 
NFC had 570 registrations with 274 
eligible voters representing 77 frater- 
nal societies. Both plenary sessions 
were very well attended and offered 
outstanding guest speakers as well 
as significant reports and important 
business. 

One important item of business was 


| reasons 
tside indivi 


tisfaction 







reatest B a vote to incorporate the NFC under 
any the laws of Illinois. A recommenda- 
or 3 \ tion to this effect was presented by 


d ins 

whole ses Baspacd elected officers of National Fraternal Congress, seated from left to right, are: Lendon A. Knight, Royal Neigh- 
be la . 4 rs, installing officer; George Ransford, Gleaners Life, vice-president; W. Cable Jackson, Modern Woodmen, presi- 
ity of iq dent; Howard M. Lundgren, Woodmen of the World of Omaha, immediate past president; and Foster F. Farrell, secre- 
he inn i tary-treasurer, Directors, standing from left to right, are Georges Constantin, La Societe des Artisans; Walter L. Rugland, 
n maintaib] Aid Association for Lutherans; Florence Jensen, Supreme Forest Woodmen Circle; Katherine Stanton, Ladies Catholic 


e than if oe Association; G. Myron Savage, New England Order of Protection; Otto Hanson, Independent Order of 








the chairman of the resolutions com- 
mittee, Arthur D. Barrett, Woodmen 
of the World, Denver, and approved 
by the delegates. 

Standing before a 24-foot rocket, 
which blazed forth the fact that frater- 
nal benefit system member societies 

(CONTINUED ON PAGE 23) 
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Warns Possible 
Disaster Looms For 
Unwary Investors 


The investment section, presided 
over by Alvin G. Tiedje, Modern 
Woodmen heard an outstanding au- 
thority warn of possible disaster ahead 
for unwary investors and listened to 
reports of their own section’s activities 
during the past year. 


HteNATIONAL UNDERWRITER. 


Willis J. Winn, dean of the Wharton 
school, said in part: 

“Insurance companies and _ other 
investors should be extremely careful 
in their current and future commit- 
ments. If extreme care is not taken, 
results can be disastrous enough to 
become spectacular. 

“This care is needed because general 
market yard-sticks fail to tell the 
complete story. Not only is this story 
incomplete but it also can be grossly 
misleading.” 

The usual stock market averages 
do not indicate the real heights to 
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THE CHALLENGE 
OF THE FUTURE 


Through the years, Woodmen of the World has 
been proud to be part of the National Fraternal 
Congress, which has just completed a success- 
ful convention in Miami Beach. Our president, 
Howard M. Lundgren, presided at this meeting 
as the 1957-58 N.F.C. president. 


The great strides in service through fraternal- 
ism which were highlighted at Miami Beach are 
but a challenge. They point the way to our 
opportunities for still greater service. 


‘‘The Family Fraternity’’ 


WOODMEN +: WORLD 


LIFE INSURANCE SOCIETY 


1708 Farnam Street 


Omaha 2, Nebraska 








which stock prices have risen, he said. 
Prices of second grade stocks, whose 
movements are not reflected in suc 
indices as the Dow Jones averages, 
have gone up far more than the rails, 
industries and utilities used to compile 
these average prices. 

“The current theory that the stock 
market rise is to continue is based on 
what I believe to be an erroneous 
conclusion. That is that the projected 
price increase has been formed on a 
sound basis. It seems to me that the 
projected curve of earnings is far too 
steep and would indicate the coming of 
the sharpest profit increase in history. 

“This is what I believe to be a false 
theory. It is based too much on fears 
of continued inevitable inflation and 
the assumption that inflation results 
in increased corporate profits.” 

The market averages, now below 
530, possibly could go to around 600, 
Mr. Winn said. The current bond 
market is where it is because of one 
of the greatest speculative binges in 
all history combined with compara- 
tively recent federal reserve bank 
action. The raising of the re-discount 
rate and the selling of some federal 
reserve holdings have depressed bond 

(CONTINUED ON PAGE 22) 





Actuaries Feature 
Informal Discussions 


Informal but informed discussion 
on four subjects comprised the main 
portion of the actuaries’ section meet- 
ing on Tuesday morning. Officers of 
this section are elected by Fraternal 
Actuarial Assn. which holds its annual 
meeting in conjunction with the NFC. 

First topic for discussion was “Re- 
tirement, Hospitalization, Surgical, 
Medical and Other Benefits for the 
Home Office and Field.” 

Taking part in this panel, each 
outlining his own society’s method 
of handling were: William Hayward, 
Gleaners Life; Mary M. Cusic, Royal 
Neighbors, W. L. Rugland, Aid Associ- 
ation for Lutherans; Samuel Eckler, 
Independent Order of Foresters; R. I. 
Jacobson, Lutheran Brotherhood; Mrs. 
Dorothy Needham, Woman’s Benefit 
Association; Frank J. Gadient, Modern 
Woodmen; and Eugene Pakes, Supreme 
Forest Woodmen Circle. 

Next, John Gall, Aid Association 
for Lutherans, speaking on more 
efficient administration of the Auto- 

(CONTINUED ON PAGE 30) 











For Modern Americans 
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tomorrow’s needs. 


LIFE INSURANCE 


Modern Americans seek that assurance which comes from proper budgeting of today’s dollars to meet 
In inoreasing numbers, they are using the medium of life insurance to assure their 
continued enjoyment of the better way of living. Throughout its 75-year history, Modern Woodmen has 
kept abreast of the constantly changing needs and desires of the insuring public. 
dreds of thousands of Americans have safeguarded their future financial security through the benefits 
provided by Modern Woodmen life insurance. 


For Modern Life Insurance 
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Medical Section 
Studies Ulcers, 
Heart Surgery 


Ulcers and surgery for chest lesion; 
with their underwriting Significang, 
engaged the attention of the medical 
section Tuesday morning. The Session 
was followed by a luncheon, busines 
meeting, and round table discussion, 

Dr. W. H. Scoins, chief medigg 
director of Lincoln National Life, rea 
a paper: “Observations on Certajy 


Jc 


Factors in the Underwriting of Dy.| ¥ 


denal and Gastric Ulcer.” Brief ey. 


cerpts follow: 


“This study covered the experieng 
of the Lincoln National Life Insurance 
Company on issues of 1933 through 





NEW OFFICERS 


President—Dr. Harvey J. Brekke, 


Lutheran Brotherhood. 
lst Vice-president—Dr. 
Hill, Women’s Benefit Association, 
2nd_ Vice-president—Dr. 
Costigan, Modern Woodmen. 
Secretary-treasurer—Dr. 
McMullen, Royal Neighbors. 
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1952 carried to termination or t 
in 1953. Alto. 
gether there were 16,747 policies ex. 


policy anniversaries 


posed for 96,486 policy years and 
total of 496 claims. 
“The 


and by operated and unoperated gas 
tric and duodenal ulcer. 


“Results in part one of our investi- 
gation showed, in general, the ratio of 
actual to standard expected mortality 
in the duodenal ulcer 
cases than in the gastric, and lower 
in the unoperated ulcer cases than the 


were lower 


operated cases. 
Check Build, Blood Pressure 


“In the second part of our investi- 
gation we examined the variations in 
mortality ratios with variations in 
build and blood pressure: 1. Under 
blood pressure; 2 
Normal weight—normal blood pres§. 
3. Overweight—normal blooi 
pressure, and 4. Normal weight—bor 


weight—normal 
sure; 


derline blood pressure. 

“In the four main ulcer categori 
with normal blood pressure the ratic 
were higher in the overweight tha 
in the normal weight subgroup. 
though the increased mortality 
slight in unoperated ulcer, it was 
substantial degree in the opera 
cases. In those of normal weight 
time of issue, the addition of border 
line blood pressure produced a consl 
tent and marked increase in mortalitt 
ratios in each of the four ule 
classifications. ¥ 

“Part three of the investigatio 
showed as in other parts of our study. 
gastric ulcer produced, in genet 
higher ratios than duodenal ulcer. 
gastric ulcer cases with minor secott- 
ary impairments, the highest rats 
were produced in the gastroenters 
tomy group. . . A history of operatiat 
for peptic ulcer disease definite! 
increases the hazard in the grant 
of life insurance.” se 

Surgery of the heart, especially 
the case of young patients had a mim 
optimistic outlook according to 
Richard King, medical director ° 
Family Fund Life, who spoke © 
“Surgery for Several Chest Lesil® 
with Postoperative Insurance Cons! 
erations.” 


investigation was made in 
three parts. First, an orthodox study 
which divided the material by number 
of attacks and by time interval from 
date of last attack to date of issue 
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Jackson Labels 
State Congresses 
‘Foundation Stones’ 


When W. Cable Jackson, who was 
to be elected president of the NFC 
the next day, spoke at the luncheon of 
the state fraternal congresses section 
on Tuesday, his topic was “Foundation 
Stones,” and the stones he referred to 
were the state fraternal congresses. 
These “stones” he said, are the firm 
foundation on which the entire struc- 
ture of the N FC rests. 

With Ann Wells, Supreme Forest 
Woodmen Circle, president of the 
section, presiding, Mr. Jackson out- 








NEW OFFICERS 

President—Louis Caron, 
Order of Foresters. 

Ist Vice-president—Nelle Sexton, 
Royal Neighbors. 

ond Vice-president—Frank Vodraz- 
ka, Czechoslovak Society. 

Secretary-treasurer—L. 
Maccabees. 

Executive committee—Ann Wells, 
Supreme Forest Woodmen Circle; 
W. J. McGowan, Knights of Columbus; 
Henry Sowers, Lutheran Brotherhood; 
Michael Ettel, Catholic Aid Associa- 
tion; Fred Ernig, Royal League; Fred 
Theiss, Ohio Fraternal Congress. 


Catholic 


F. Ayer, 





lined ways in which these congresses 
can be of continuing and increasing 
importance to the whole fraternal 
system. 

He advised close contact with state 
legislative committees and state in- 
surance departments over the years. 
He also suggested that state congress 
meetings should include in their pro- 
grams such items as sales techniques 
to insure good attendance: 

“If every state congress would 
arrange its program to include two or 
three hours of discussion about field 
work training and sales helps, I 
believe sincerely that all would bene- 
fit-especially the smaller societies,” 
he said. 

Mr. Jackson emphasized the need 
for good public relations to acquaint 
the public and members with the fact 
that “the life insurance offered by us 
is second to none .. . Fraternals are 
strong, fraternals are sound, but we 
have done too little in acquainting our 
members and the public with this 
fact... Three important areas in 
which our state congresses can and do 
add much to the strength of the 
fraternal system are—legislation, field 
work training, and public relations. 
Every state congress which is doing 
a good job in each of these areas is 
truly a ‘foundation stone’ in the great 
fraternal enterprise,” the speaker con- 
cluded. 


Reports On Activities 


Following the luncheon the section 


meeting was called to order. Among 
the reports heard was one from Presi- 
dent Ann Wells telling of the activities 
of each of the 33 state congresses. 


Florence H. Jensen, national presi- 


dent, Supreme Forest Woodmen Circle 
gave an inspiring talk on “Greater 
Opportunities,” 


Mrs. Jensen reported that Time mag- 


azine had recently published figures 


.f showi ‘ F 
specially ii ¢ ing that the United States with 


%% of the world’s population con- 


sumed 60% of the world’s goods. 


“Some day, we hope and pray, 


People everywhere will see the con- 
nection between our prosperity and 
our political institutions,” she added. 


1€ essence of freedom in its econ- 


omic or business sense is the right 


Wiad 
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of the individual to invest or spend, 
work or be idle, give or withhold, all 
in the light of ‘what’s in it for me?’ 

Change brings new needs and needs 
bring more opportunity for more 
people. We stand on the threshold of 
our greatest half century Our 
future as successful fraternalists de- 
pends on our ability to apply what we 
know to achieve what we want. We 
must contribute to our economic pro- 
gress that all may enjoy increased 
benefits. 

“Never before has a generation been 
provided with such wonderful oppor- 
tunities,” she concluded. 
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Press Section Told About Communication 


Over steaming plates of eggs, bacon, 
and sausage, members of the press 
section, one of the oldest sections of 
NFC, met for their traditional break- 
fast Monday morning. Some of the 
food grew cold on the plates while 
table-hopping to greet old friends 
became the first order of business. 


Present Cogent Arguments 


After greetings from President 
Howard M. Lundgren, W. Cable Jack- 
son, Modern Woodmen and vice-presi- 


dent of NFC, presented cogent argu- 
ments to “Keep the Communication 
Lines Open”—his theme being that 
“all fraternals could and should unite 
in an effort to tell the public and our 
members how sound, how modern 
our insurance program is. 

“It is the area of communications 
in the public relations operation which 
I want to discuss with you. Communi- 
cations is something that each of us 
can do something about, and it may 

(CONTINUED ON PAGE 25) 











‘Financial freedom for Lutheran families.” 
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Il through the U. S. and Canada the Aid Association for Luther- 


ans serves Lutherans of the Synodical Conference (Mis- 
souri, Wisconsin, Evangelical Lutheran, Slovak, and Na- 
tional Evangelical Lutheran Synods). Its history of low 
net cost life insurance has helped make it America’s largest 


Grants to Lutheran charitable 
significant Lutheran projects, 


agencies, sponsorship of 
scholarships to Lutheran 


colleges, seminaries, and Valparaiso University are pro- 
vided. Special projects are supported, such as a recent 
five-year grant of $75,000 for church research work. 


ife insurance certificates are speedily and efficiently serviced by the 
latest electronic equipment. Quality of training program is 
reflected by field force production and service records which 
rank among the nation’s highest. For Synodical Conference 
Lutherans, AAL is the signature of confidence. 


Aid Association for Lutherans 


APPLETON, WISCONSIN 
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ESTABLISHED 1882 
Membership, July 1, 1958 


Insurance Members 

Associate Members 

Subordinate Councils 

Columbian Squire Circles 

Assets 

Insurance in Force 

Increase in Insurance in Force from 
July 1, 1957 to June 30, 1958 

Benefits Paid 


71 Meadow Street 
New Haven 7, Conn. 


Joseph F. Lamb 
Supreme Secretary 


More Than a 
Million Members 


More Than $780,000,000 


Insurance in Force 


1,087,150 
390,529 
696,621 

4,201 
526 


$132,451,714 
$78 1,676,587 


$93,125,682 
$128,317,621 


Luke E. Hart 
Supreme Knight 
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305 W. MADISON STREET 


CHICAGO 6, ILLINOIS 
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THE CATHOLIC ORDER 
OF FORESTERS 
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Youth Counselors 
Debate Family Plan 


“We all know that the family which 
prays together stays together, but it’s 
also true that the family which plays 
together stays together. We have the 
challenge not only to keep the family 
together on an insurance certificate, 
but also in our circle activities,” said 
David Baer, Protected Home Circle, 


NEW OFFICERS 
President—Don A. Talucci, Macca- 
bees. 
Vice-president—Ramona Klee, Royal 
League. 
Secretary-treasurer—Louis E. Car- 
on, Catholic Order of Foresters. 








speaking on the panel discussion, 
“Problems Affecting Youth Activities 
with ‘Family Plan’ Certificates” at the 
youth counselors’ section Tuesday 
morning. 

With E. E. Howell, Woodmen of the 
World, Omaha, presiding, and Don A. 
Talucci, Maccabees, serving as moder- 
ator, the pros and cons of the family 
plan as it affects family life were 
spiritedly presented. 

Mr. Talucci noted that under his 
society’s family plan the entire family 
is not only protected insurance-wise, 
but all are also members of the 
society. However only the head of the 
family is a dues-paying member. 

A different situation occurs in 
Croatian Fraternal Union, according 
to panel-member Michael Grasha. 
“We do not consider children covered 
in family plans as members,” he said, 
and added that the society decided to 
go into the family plan type of certifi- 
cate in order to meet competition and 
hold members. 

Hugh Young, Catholic Order of 
Foresters, presented a decidedly “con” 
view of family plan insurance, which 
he stated was his own personal opin- 
ion. “My personal thinking is that we 
will rue the day when these term 
certificates expire and there is little 
or nothing left but the small basic 
amount on the husband or widow. I 
may be wrong, but I’m afraid it may 
kick back on us in time. I think the 
basic weakness of some of these plans 
is the term insurance,” he said. 


Warns Of Possible Doom 


For Unwary Investors 
(CONTINUED FROM PAGE 20) 
prices and raised their yield so that 


bonds in many cases offer a more 
attractive investment than do stocks. 
Traditionally, this is a caution sign. 

On the whole, insurance companies 
have done a poor job of combating a 
tendency toward running away infla- 





NEW OFFICERS 

President—C larence C. Warren, 
Royal Neighbors. 

Vice-president—Charles T. Kropik, 
Czechoslovak Society. 

Secretary—Hugh Young, Catholic 
Order of Foresters. 

Treasurer—Harold Bravick, Aid As- 
sociation for Lutherans. 

Executive committee—Alvin J. 
Tiedje, Modern Woodmen; George 
Schultz, Western Bohemian Fraternal 
Association; John Airres, Brotherhood 
of Locomotive Firemen & Engineers; 
Adelle Logodzinski, Polish Women’s 
Alliance. 





tion, he said. They could have done 
much more along the line of public 
education and economic matters but 
instead of this there has been an 
assumption that continued inflation 
is inevitable. He said he did not 
believe that it is. 
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Vice President and Director of Agencies 


AMERICAN LIFE INSURANCE || 
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FRATERNAL CONGRESS 6! 
Peter Suto, President 
Stephen L. Segedy, Exec. Vice.-Pres, 
TI 
SOLD AMERICAN! jt 
e 
: PRA 
Our American Family Plan 
SOLD! —N 
Our American Savings and ” 
Investment Plan —Ni 
SOLD! 4 
Our American 20 Payment ~ 
Endowment at 65 ” 
ar 
SOLD! 
—Fe 
Our American Return of al 
Premium Rider (Available on si 
I 
All Permanent Forms of ma 
Insurance) 
he 
SOLD! a 
Our Mortgage Protection Plan 
Coverage Up to 40 Years — 
to Age 75 
SOLD! 
and Our Agents Are Selling 
More and More Every Day 
If you want an agency opportunity of 
your own with one of the most progres- 
sive insurers in the country today, get 
on the band wagon 
and 
SELL AMERICAN! 
AGENCY OPENINGS IN ILLINOIS, INDI- 
ANA, OHIO, MICHIGAN, PENNSYLVANIA, | 
NEW JERSEY, WEST VIRGINIA AND CON- | 
NECTICUT. Oldes 
For complete information 
write in confidence to: 
AART HOOGENBOOM I 


ASSOCIATION y 


BRIDGEPORT 5, CONNECTICUT 
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M sccURITY - PROTECTION - GOOD FELLOWSHIP im 
6501 W. Roosevelt Road 
Berwyn, Ill. 


The Royal League is an insti- 
tution which welds together 


PRACTICAL FRATERNITY WITH 
MODERN BUSINESS 


—Not placing life insurance 
secondary 


—Nor thrusting the lodge sys- 
tem in the background 


—Rather placing a common 
sense interpretation on both 
and giving the best in each. 


—for seventy-five years it has 
always been our sincere de- 
sire to adequately service the 
membership and so gain and 
hold the confidence of all. 




















WANTED 


Experienced, qualified 
men and women 
to represent us in: 


WISCONSIN 
MINNESOTA 
ILLINOIS 
MICHIGAN 
NORTH DAKOTA 
SOUTH DAKOTA 


‘CATHOLIC FAMILY 
LIFE INSURANCE 
726 NW. Weter St. © Milwaukee 2, Wis. 


Oldest Catholic Life I ce Org ti 
in the U.S. 


All Modern Life Policies 
on C.S.O. Tables and 
Up To Date Hospital and 
Disability Contracts 





























THE HUNGARIAN REFORMED 
FEDERATION OF AMERICA 


Legal Reserve Fraternal 
Life Insurance 
Organized in 1896 and Chartered 
in 1907 by the Congress of the 
Be United States. 
AINS FOR ITS MEMBERS—THE 
BETHLEN HOME for Orphans—Depend- 
Children and Old People, in Ligonier, 


HOME OFFICE in the 
‘KOSSUTH HOUSE" 


1801 "P" St. N.W, Washington, D.C. 
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Elect Jackson President At Miami Beach 


(CONTINUED FROM PAGE 19) 


have $11,778,122,976 insurance in force 
on 7,363,511 adult and 1,754,444 juve- 
nile members, President Lundgren re- 
ceived the keys of the city from Mi- 
ami Beach Mayor Kenneth Oka at 
the first plenary session on Monday. 

Others who extended greetings to 
the Congress were Bill E. Preston, 
representing Florida State Fraternal 
Congress; Louis E. Probst on behalf of 
Canadian Fraternal Assn. and J. Ed- 
win Larson, Florida commissioner. 

Following a response by vice-presi- 
dent W. Cable Jackson, Mr. Lundgren 
gave his report. He said, in part: 

“Though not all the objectives 
which we have sought during the past 
year have been attained, much of 
worth to the fraternal system has 
been accomplished. 


Many States Adopted Code 


“The Uniform Fraternal Code was 
adopted in a number of states and in 
several instances, a newly amended 
section 15, permitting the issuance of 
insurance protection to the families of 
members of fraternal societies, was 
enacted into law. There is increasing 
consideration among lawmakers of 
legislation having to do with the re- 
quirement of examination of full time 
representatives, a trend of thinking 
not unfavorable for the future to a 
climate of qualified fraternal repre- 
sentation in the field. 

“Work of the law committee during 
the past year has been outstandingly 
successful. The success is representa- 
tive of diligent labor on the part of 
committee members and an attitude 
on the part of legislators sympathetic 
to the fraternal system.” 

Mr. Lundgren explained that it was 
necessary for the chairman of this 
committee, Lendon A. Knight, general 
attorney for Royal Neighbors, to re- 
sign late in the year, and William E. 
Mooney of Woodmen of the World, 
Omaha, took over his duties. 

“During the past year,” Mr. Lund- 
gren continued, “both Secretary- 
treasurer Farrell, and your President 
have filled committee posts in the 
United States Chamber of Commerce. 
Through these avenues of contact, 
both federal agency representatives 
and those of the insurance industry 
have been kept aware of the impact 
of the fraternal benefit system upon 
the lives of American citizens and of 
the important place which the sys- 
tem occupies in the field of insurance 
in America. 

“Time will not permit mention of 
the work of all committees, but as 
their reports will disclose, the work 
of each is to be highly commended. 
Many have met regularly, and their 
work through the year constitutes the 
working force of our body. 


Notes Steady Increase 


“It is heartening to note the steady 
increase both in member totals and 
insurance in force, which are dis- 
closed in the annual statements of 
member societies. Much of the gain 
has taken place in the face of econom- 
ic conditions decidedly less than ideal, 
and thus is representative of real 
progress in acquainting the public 
with the virtues of fraternal insurance 
protection. As for membership in the 
Congress itself, the total continues at 
more than 100 societies, including one 
new affiliation this year. 

“Most of you are aware of the in- 
creasing amount of interest centering 


about the subject of federal income 
taxation and the tax laws as they per- 
tain to life and other types of insur- 
ance. With a seemingly constant ac- 
celeration in the need of the federal 
government to find new sources of in- 
come, there are those in the life in- 
surance industry who now conclude 
that the burden of taxation proposed 
to be assessed against stock life com- 
panies and mutual life insurance com- 
panies, is reaching the unbearable 
stage. As a result there has developed 
a cleavage in the industry, which is 
particularly apparent in the separa- 
tion of stock company opinion from 
that of the mutual group. 

“Likewise, most of you are aware of 
a rising difference of opinion in the 
matter of state as opposed to federal 
regulation of the insurance industry. 
The fraternal system may well be re- 
quired before too long to take a stand 
in the controversy. Years ago, when 
first the subject was broached, the 
















and children. 


Insurance in Force 


Total Assets 
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Since 


Royal Neighbors of America 
has provided a dual service 
of fraternalism and life 


insurance for women, men, 





Roya NEIGHBORS OF AMERICA 


Supreme Office ¢ Rock Island, Illinois 
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National Congress was the first na- 
tional organization connected with in- 
surance to go on record favoring state 
regulation. This year Congressional 
inquiry again makes it a prominent 
topic for discussion. I urge you to con- 
sider the question well before making 
your own personal decision. There is 
one possibility that I take the liberty 
to suggest. It is that in the event 
there is a determination on the part of 
the United States Congress to pass 
legislation enabling the creation of a 
federal regulatory agency in the field 
of insurance, the edicts of such an 
agency or the laws of the Congress it- 
self may very well fail in final form, 
to differentiate between fraternal or- 
ganizations and other types of life and 
death insuring institutions. 
Golden Opportunity Ahead 

“A golden opportunity lies before 
the fraternal system for the future. 
The need for financial protection of 
the home is greater than ever before. 
Inflationary costs of every commodity 
needful to home operations have left 
many men with foreshortened insur- 
ance protection. 

“It is my fervent hope that we will 
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seize upon the opportunities which are 
ours, in order that we, the fraternals, 
may take a rightful place in the econ- 
omy of America and in serving the 
American citizenry as we have so 
nobly done in former years.” 

Guest speaker at this session was 
Harold R. Medina, retired judge of 
U. S. circuit court of appeals, second 
circuit, New York. Judge Medina, who 
became internationally famous after 
presiding over the trial of 11 com- 
munist leaders in 1949, held his audi- 
ence spellbound as he recounted the 
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attempts of communists and their sym- 
pathizers to break him down physical- 
ly and mentally during the course of 
the 9-months’ ordeal. That they were 
eminently unsuccessful was attested 
by the judge’s ruddy color, erect car- 
riage, and dynamic delivery in spite 
of his 70 years. 

Judge Medina, who spoke without 
notes, attributed his ability to with- 
stand threats, picketing, and uproar 
to a combination of faith in God, a 
sense of humor, and a diet of lamb 
chops and spinach. 


“During the trial I got mail cussing 
me out from communists,” the judge 
recounted. “When it was all over, real 
Americans spoke. I received uncount- 
ed thousands of letters. It wasn’t fan 
mail. It was just as though the name 
‘America’ was written across the face 
of each letter. 

“The real way we’ll fight commu- 
nism is with our spiritual strength,” 
the judge said in conclusion. “Nothing 
big was ever done except by spiritual 
forces . . . justice, freedom, and good 
will.” 




















An informal session at a recent Lutheran Brotherhood training school 


Why Lutheran Brotherhood men 
are trained to solve problems 


come property, and other investments. 

The result is highly valuable service to 
policyholders, of course. But this problem- 
solving approach also helps our men, as the 
extra service brings in extra business. 

This is one reason why Lutheran Brother- 
hood is enjoying sound, steady growth. 


Our whole training program—which is one of 
the most comprehensive in the insurance in- 
dustry—is built around problem-solving. That 
is, LB men are trained to show prospective 
purchasers how they can solve individual 
problems of family protection and retirement— 
with insurance, savings, Social Security, in- 
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LUTHERAN 
BROTHERHOOD 


701 Second Avenue South e Minneapolis 2, Minnesota 


Living benefits for Lutherans through life insurance 


. 


; become a very fertile field for frater. 
“nal insurance. During the past yeat 
--his office has received inquiries fron 
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Judge Medina wasn’t exactly » 
easy speaker to follow, but Secretar. 
treasurer Foster F. Farrell m 
to hold his own most successfully, yj, 
report covered especially the work ¢ 
his office in keeping abreast of peng. 
ing bills affecting insurance in yg, 
ious state legislatures. 

“During the 1958 legislative yea 
18 states met in regular session and 
in addition, 17 states held special ge. 
sions. Our legislative reporting seryig 
sent us a total of 673 bills which the 
believed would be of interest to » 
directly affect one or more of oy 
member-societies. These bills wep 
carefully studied and then referrg 
where controversial, to members 4 
the law committee for their decision 
as to their applicability to fraterny 
benefit societies.” 

Mr. Farrell said that 49 bills wer 
sent to member-societies, 18 of whi 
became law, and 3 still pending. p 





NEW OFFICERS 


President—Edna Dugan, Degree of 
Honor Protective. 
1st Vice-president—Mrs. Floreny 
Jensen, Supreme Forest Woodman 
Circle. 
2nd Vice-president—Frank J. Voi. 
razka, Czechoslovak Society. 
Secretary-treasurer—F rank J 
Kress, American Fraternal Union, 





addition, 8 bills were cited in seni- 
monthly bulletins, and 6 of these were 
enacted into law. Of these, 4 repre. 
sented the Uniform Fraternal Code 

The speaker went on to point ou 
that Life Insurance Assn. of America 
and American Life Convention both 
have large technical staffs, but the 
NFC has no funds for such special 
ized personnel. “I cite this for you 
information in order that you may be 
aware of the tremendous amount o 
assistance received by this association 
from the standing, additional and ses- 
sional committees of this congress. 
Without their help it would be utterly 
impossible to function as we do with 
the funds at our disposal.” 

Mr. Farrell said that the benefits of 
fraternalism are now available in all 
48 states, and that it has come to his 
atténtion that the 49th state, Alaska, 
is rewriting its insurance code. He 
mentioned that this new state could 





Buenos Aires, Argentina and Caracas 
Venezuela. 

In conclusion, he called the mem 
bers attention to the rocket o 
badges, programs, and above the plat 
form. He said the NFC rocket and it 
component parts, officers, directors 
committees, state congresses and set: 
tions, are the motivating forces tha 
propel the whole fraternal benefi 
system. 

The first plenary session endei 
with the following committee repor’ 
given by their chairmen: Auditing 
Josephine Weigel, Women’s Catholit 
Order of Foresters; law, William 2 
Mooney, Woodmen of the World 
Omaha; constitution, Richard F. Alle, 
Standard Life Association; public 
lations, Dorothy H. Needham, Wot 
en’s Benefit Association; general wel 
fare and lodge activities, Clyde F. Wit 
meth, Junior Order United Amerital 
Mechanics; revision of blanks, Mary M 
Cusic, Royal Neighbors; resolution 
(preliminary), Arthur J. Barrett dr, 
Woodmen of the World, Denver; set 
rity valuations, Joseph H. Sudimatt 
Greek Catholic Union, and credential} 
(preliminary), Katherine Stanton, lt 
dies Catholic Benevolent Associatio 
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State Supervision Of 
Fraternals Reviewed 
By Florida Deputy 


State supervision of fraternal bene- 
fit societies in Florida was reviewed 
py E. A. Faircloth, assistant commis- 
sioner of the Florida department be- 
fore meetings of the legal and the 
secretaries’ sections of National Fra- 
ternal Congress. ; 

State regulation of fraternals in 
Florida began in 1915 when the legis- 
lature enacted fraternal benefit socie- 
ty laws, and since that time less than 
a dozen amendments have been made 
to the laws, Mr. Faircloth said. One 
of these amendments, he noted, was 
in 1945 when fraternals became sub- 
ject to the 2% premium tax. How- 
ever, the legislature repealed this tax 
insofar as it applied to fraternals. ' 

Mr. Faircloth also reviewed certi- 
ficates of authority, licensing of agents 
and policy forms. : 

He reported that the trend in rais- 
ing qualifications of ' agents in all 
phases of the business is gaining 
momentum. Written examinations 
have been required in Florida for fire 
and casualty agents since the mid- 
1930s and for life and A&S agents 
since the late 1940s. “Perhaps it will 
be that fraternal agents will be re- 
quired to pass a written test before 
licensing in the late 1950s under the 
conditions set forth in your model 
bill,” he said. 

“The recent trend to overhaul in- 
surance laws, which began in 1947, 
is heartening,” he declared. In the last 
10 years 10 states have enacted new 
insurance codes, and two other states 
besides Florida are contemplating re- 
vision of their laws. 

Mr. Faircloth said that the investi- 
gations to be made by the senate 
judiciary anti-trust and monopoly 
subcommittee will be a major test on 
how successful state insurance super- 
visory authorities have met require- 
ments of Public Law 15. 

Officers elected by the law section 
were: Miles J. Seyk, Royal League, 
president; Edmund Meacher, Royal 
Neighbors, vice-president; and George 
H. McDonald, Modern Woodmen, sec- 
retary-treasurer. 

The secretaries’ section elected Her- 
bert Voecks, Aid Association for Luth- 
erans, president; Clyde F. Wilmuth, 
United American Mechanics, vice-pres- 
ident, and Albert Stelkovic, William 
Penn, secretary-treasurer. 


Press Section Advised 
About Communication 


(CONTINUED FROM PAGE 21) 
involve little or no expense. You see, 
I'm mindful that fraternal societies 
are not wealthy.” 

Mr. Jackson reminded his audience 
that where two or more people meet 
there is communication between them 

NEW OFFICERS 

President—Harriet S. Jeanes, Royal 
Neighbors. 

Vice-president—Leland Larson, 
Woodmen of the World, Omaha. 

Secretary-treasurer—Bessie Kuban- 
is, Royal League. 

Executive committee—Francis O}- 
son, Equitable Reserve Association; 
Jerry F. Chmelicek, Czechoslovak 
Society; May Beavers, Supreme Forest 
Woodmen Circle; Gretchen Pracht, 
Lutheran Brotherhood. 
even though not a single word is 
spoken. 

“It has been said that the best 
things in life are free. How true!” 
the speaker continued. “Courtesy is 
free—even your switchboard operator 


LIFE INSURANCE EDITION 


will feel better if she is courteous and 
I. know your members will—so im- 
provement in your public relations 
might begin by improving the tech- 
nique of your switchboard operator, 
and I know this won’t cost anyone 
any money.” 

In the course of his highly practical 
talk, Mr. Jackson outlined eight areas 


tion of leaders and training. 3. Com- 
munication with other fraternal socie- 
ties by exchange of ideas. 4. Com- 
munication with employes via bulletin 
boards, magazines, recognition, and 
knowledge of the “product.” 5. Com- 
through such things as new stories, 
meetings with leaders, and support 
of worthy projects. 6. Communication 
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ings. 8. Communication between public 
relations and press department with 
management. 

Following the breakfast the section 
met to hear a discussion of “Principles 
of Typography and Make-Up” by 
Norman R. Buchan, of the University 
of Miami journalism ‘department. 

Mr. Buchan deplored the monotony 


with others 
with others 


in which communications can play an 
important part in public relations: 
1. Communication with membership 
through interesting magazines and 
friendly letters. 2. Communication 
with the field force through recogni- 


Ss. SAMUEL WOLFSON began his life insurance career many years ago as a broker. At the early age of 20 he became a district manager. 


in the life insurance of 
in the life 
industry through association member- 
ship and NALWU training courses. 7. 
Communication with 
department heads at monthly meet- 


many company publications and 
showed, with samples, how good typo- 
graphy, proper cropping of photo- 
graphs, and attractive placement of 
type and illustrations can lend variety 
and interest to a page. 


insurance 


and between 


Later he became a brokerage manager and in 1929 a General Agent in New York City for the Berkshire Life Insurance Company. 


--.- would be to align himself with a Life company that 
would give him every possible help in planning and selling. 
I know that Berkshire is that kind of company.” 


“T’ve heard that you pioneered in the life brokerage business 
in New York, Mr. Wolfson. You certainly should know what 
you're talking about!’ 


“That’s true, and, in the twenty-nine years I’ve spent with 
Berkshire, I’ve seen many general insurance men become 
excellent life brokers, as a result of close, personal supervi- 
sion from the field, and help from the company itself.” 


“Do you mean to say that I could have the benefit of your 
experience and support and get promotion material, as well, 
to help me sell Berkshire’s full line of merchandise?” 


“My advice 
to any 
Broker... 


“Exactly! Berkshire’s worked out a complete program to 
help general insurance agents make a success of Life selling. 
I’m only sorry I don’t have 30 more active years ahead, 
because even though Berkshire is not a large company, there 
are none better! That’s why I think today 
Berkshire presents the greatest opportunity 
for personal growth in the industry!” 


ERKS HIRE 


LIFE INSURANCE Co. 
Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. ¢ AMUTUAL COMPANY « 1881 
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Life Of Virginia 

T. Warren Orr, former manager at 
Kinston, N. C., has been transferred 
to Bristol, Tenn., where he succeeds 
Thomas S. Mattox who has been ap- 
pointed regional director of agencies. 

Other appointments in the combina- 
tion department are William D. Oran- 
der, former manager at Burlington, 


FeNATIONAL UNDERWRITER. 


Changes In The Field 


N. C., who succeeds Mr. Orr as man- 
ager in Kinston, and John W. Garber, 
district manager at New Orleans, be- 
comes manager at Burlington. 


Union Mutual Life 

John F. Quinlan has been appointed 
general agent at Rochester, N. Y., and 
Robert H. Johnson becomes manager 








THE MUTUAL SENEFIT LIFE 


‘eel 





THE MAN FROM 
MUTUAL BENEFIT LIFE 
GETS REGULAR 

BUSINESS BOOSTERS 


Boosters, in the form of the most compre- 
hensive sales aids in the life insurance field, 
assure the Mutual Benefit Life Career Man’s 
future. 

To help him diagnose a client’s needs 
and promote the unique advantages of 
TRUE SECURITY, Mutual Benefit Life 
provides such specialized professional tools as: 


Modern selling aids such as these assure 
the Mutual Benefit Life man of a more 
productive and rewarding career—a more 
predictable and comfortable future. They 
promote TRUE SECURITY not only for 
his clients, but for his family and himself. 


MUTUAL BENEFIT 


The L| re Insurance Company 
for TRUE SECURITY 


INSURANCE COMPANY, 


of the new agency at Worcester, Mass. 
Mr. Quinlan has been in the life field 
for seven years and Mr. Johnson has 
been in the business for 3% years, 
principally in field supervision and 
training. 


Jefferson Standard Life 

Felix L. Hargis, manager at Fort 
Worth, who joined the company in 
1931, was appointed San Angelo, Tex- 
as, district agency manager in 1934, 
and went to Fort Worth as agency 
manager in 1938, retired Sept. 1, ac- 












































Audio-visual presentations, each thor- 
oughly sales-tested before he gets them. 


Merchandising and educational material 
such as the following, designed to reach 
the most lucrative individual prospects: 


a. SELECTIVE GROUP MERCHANDISING— 
An advanced prospecting and selling con- 
cept for intimate contact with the business 
and professional leaders of today—and 
tomorrow. 

b. MEDICAL FIELD KIT AND “MD” PLAN— 
Complete guides to the monied medical 
market. 


c. SELECTIVE INCENTIVE PLAN— 

Brand new packaging of a dynamic selling 
idea to meet the needs of many businesses 
which find usual employee benefit plans 
inadequate. 








NEWARK, NEW JERSEY 


October 11, 1953 


cording to the company retiremep} 
plan. He will continue as a persongj 
producer in Tyler, Tex. Last May he 
received the “distinguished Service 
award” from Fort Worth Assn. of Life 
Underwriters for his service to the 
life industry. 

Butler B. Fowler Jr., succeeds Mr 
Hargis as agency manager. He joing 
the company in 1956 and served ag 
supervisor at Fort Worth, subsequently 
becoming assistant manager. 


Manufacturers Life 


Lee Vranek has 
been named man- 
ager of the newly 
opened branch of- 
fice at Denver. He 
has been broker- 
age manager and 
assistant manager 
at Chicago. 





Lee Vranek 


Southwestern Life 


A branch office has been opened in 
New Orleans by Southwestern Life 
and Winston Blacklock has _ been 
named resident manager. Mr. Black. 
lock joined the company in 1954 as 
an agent and became sales supervisor 
at Longview, Tex., last year. The New 
Orleans office is the third to be 
opened in Louisiana by the company 
in the last three years. 


Pilot Life 


Jay Parnell has been named super- 
visor at Little Rock, Ark., and E J. 
Gibson becomes superintendent of the 
combination division at Lynchburg, 
Va. Mr. Parnell has been with Union 
Life at Little Rock. Mr. Gibson has 
been with the company since 1957. 


Ohio State Life 


Jacob A. Shawan and Ben F. Hadley 
Jr. have been appointed associate 
general agent and agency supervisor, 
respectively, of the Lewis agency at 
Columbus, O., by Ohio State Life. Mr. 
Hadley has been with the agency since 
last year. 


All American L. & C. 


J. Waring Slover has been appointed 
general agent in charge of southeast- 
ern Georgia, with responsibility for 
appointing agency managers and 
agents. Mr. Slover has been with 
Coastal States Life in Georgia as an 
agent and district manager for 8% 
years. 


Occidental Of California 

Albert T. Keighley has been named 
brokerage manager in Occidental Life 
of California’s Baltimore branch office. 
He previously had been assistant 
brokerage manager in Philadelphia 
since 1954. 


Standard Of Oregon 

Edward A. Francis has been ap- 
pointed manager of the Sacramento 
agency of Standard of Oregon. Prior 
to joining the company he had been 
an agent, supervisor and general agent. 


Massachusetts Mutual! 

James F. Marshall has been 4p- 
pointed district manager of the Oak 
Cliff area of Dallas, and Philip 6. 
Baird becomes supervisor at South 
Bend. Mr. Marshall joined the com- 
pany at Dallas in 1955. Mr. Baird has 
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peen a district manager at Olney, IIL, 
and for the past two years has been 
manager for another life company at 
Springfield, Ill. 

Albert J. Hauschulz III has been 
named manager at Painesville, O. He 
has several years of management ex- 
perience in the life field. 

Aetna Life 

Keith M. Talsma is new general 
agent at Grand Rapids, Mich., suc- 
ceeding Ernest W. Nelson who died re- 
cently. Mr. Talsma, who was with 
the Grand Rapids agency from 1940 to 
1948 when he was named general 
agent at Charleston, W. Va., returned 
to Grand Rapids in 1950 as associate 


general agent. 


Continental Assurance 

Vincent G. Mercer has been appoint- 
ed assistant manager at Detroit for 
Continental Assurance. He has had 10 
years experience in casualty claims 
supervision, advertising and sales pro- 
motion and personal production and 
estate planning. 


Security Mutual Of New York 

William T. Burt has been named 
general agent at Atlanta. He entered 
the insurance field with Liberty Mu- 
tual in 1938 and shortly after World 
War II joined Pacific Mutual Life. He 
later was appointed district supervisor 
at Atlanta. 


John Hancock 

David B. Gray, former regional di- 
rector of agencies, has been named 
manager at Cleveland. He joined the 
company in 1937, and became assist- 
ant district manager in 1941. In 1950, 
he was named regional supervisor and 
a year later was appointed regional 
director of agencies. 


Connecticut Mutual Life 

A new general agency to serve the 
Sacramento area has been opened and 
is headed by Everett H. Goodale. He 
joined the company at San Francisco 
in 1943 as brokerage supervisor. He 
was appointed supervisor in 1945. 


Mutual Trust Life 

Bruce R. Logan has been named 
general agent in Spokane. He has 
been a regional agent in that area 
for Mutual Trust since 1957. Previous- 
ly he was with Prudential. 


Fidelity Mutual Life 

Burtis W. Preston has been ap- 
pointed general agent at St. Paul. He 
has been with the company at Chicago 
since 1955. 


CITIZENS LIFE OF NEW YORK 
has appointed Arthur Rosenberg as 
general agent at Brooklyn and Albert 
I. Dub becomes associate general 
agent. 


Robert B. Swiss, formerly branch 
manager at Lansing for Canada Life, 
has been appointed general agent there 
for LAFAYETTE LIFE. 





FTC Dismisses Complaints 

WASHINGTON—Adopting Examin- 
er Laughlin’s initial decisions of last 
July, Federal Trade Commission has 
dismissed its complaints of false A&S 
advertising against United and Lum- 
bermens Mutual Casualty. 

The commission accepted citations of 
the Supreme Court decision in the Na- 
tional Casualty and American Hospital 
& Life cases, holding FTC to be with- 
out jurisdiction over the practices in- 
Volved in its complaints. 


weeas 
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Immigrant Relates His 


Success To Quincy Agents 

A testimony of the success which 
he had achieved since coming to the 
U. S. many years ago was made by 
Louis P. Coopmans, Equitable of Iowa, 
Moline, Ill., at the September meeting 
of Quincy (Ill.) Life Underwriters 
Assn. 

In his talk entitled “Opportunity in 
America,” Mr. Coopmans, who came 
to the U. S. as a Belgian immigrant, 
said: “The life insurance business is a 
way of doing things for others—a way, 


perhaps, to repay America for all it 
has done for me.” Those who have the 
advantages this country offers simply 
because they were born here, he said, 
should take stock of all they had given 
to them. 


Transport Has Lite Aftiliate 

Transport Life of Dallas has been 
licensed with a capital of $250,000 
and surplus of $250,000. Ownership 
and control is the same as that of 
Transport of Dallas, a casualty in- 
surer owned by corporations in the 
motor transportation industry. 


27 


Ripandelli Is Advanced 
By Florida Department 


Commissioner Larson of Florida has 
appointed John S. Ripandelli chief 
examiner and actuary to replace the 
late C. J. McCann, who had been with 
the department 39 years before his 
death. 

Mr. Ripandelli has been life actuary 
and assistant chief examiner for the 
past two years. Before joining the de- 
partment he had been in the actuarial 
department of Jefferson Standard 
Life. 
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Brokers Are. 





“Design for Tomorrow” 


TALKING ABOUT: 





Talking About 





Yes, brokers are talking about Great-West Life’s 
. . . aseries of important 
changes in premiums, policies and dividends! 


HERE ARE A FEW THINGS THEY ARE 


™ 


attractive ... 






— because it’s the easiest way to sell life insurance! 


STREAMLINED EsTATE BUILDER — Great-West’s 
popular Juvenile plan has been made even more 
in addition, a special option for 


girls makes the policy Two-Plans-in-One—mini- 


mum still $1,000. 


6 INCREASED DivipENDS—For the fourth time in 


five years your Great-West participating policy- 


holders benefit in this vital area . . . and interest 
rate on dividend accumulations has been in- 


1 A TRUE QUANTITY DiscouNT—The premium 
creased to 3.40%. 


per $1,000 decreases as the amount increases. 


2 THREE SPECIAL POLiciEs for business and taxa- 
tion fields. 
© Preferred Whole Life Par (minimum $10,000, 
ages 0-70). 
®@ Special Whole Life Non-Par (minimum 
$10,000, ages 15-70). 
®@ Maximum Security Par (minimum $10,000, 
ages 15-70; special dividend option on mini- 
mum of $25,000). High, early cash values! 
Rates on all three reduced even further by Quantity 
Discount factor. 


And in addition ... 


® Completely new series of Retirement Income 
plans. 


® Low-cost Home Security Policy. 


© Home Security Riders to combine with any 
permanent plan—10, 15, 20, 25 years. 


© Autopay—A real sales clincher—monthly prem- 
iums are automatically deducted from regular 
bank account—the greater savings are passed 

g Repucep Rates ror Women—Preferential along in a reduced premium. 
rates on two special par plans—same high 


cash value and dividends as paid to men! “Design for Tomorrow”—The modern way to sell 


life insurance. 
4 TeRM Rates further improved by Quantity 


Discount. For full details write or call us today] 


THE 


Great-West Lire 


ASSURANCE COMPANY 


NEAD OFFICE - WINNIPEG, CANADA 
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Home Office Changes 


Commonwealth Life 

New district manager at Mobile, 
Ala., is William H. Heady Jr. He 
joined Commonwealth Life in 1952 as 
an agent. 


Mutual Of New York 


John N. Allman has been promoted 
to assistant actuary. He entered the 


actuarial trainee program in 1949 and 
was recently named staff actuarial as- 
sistant in the field of new product de- 
velopment. 


Prudential 

Donald O. Brewer becomes director 
of agencies in the Houston regional 
home office. He joined the company 
at Rochester, N. Y., in 1937, became 


HCA 
Convention Album 


THE MAYFLOWER 
Washington, D. C. 
A ‘Name of International Fame" in the 
heart of the Nation's Capital. 
Robert Pfeiffer, Sales Manager 
Phone: District 7-3000 
Teletype: WA 359 


SOMERSET HOTEL.... 


HOTEL CLEVELAND 
Cleveland, Ohio 
In the heart of Cleveland, this convenient 
hotel is only steps away from Convention 
Hall, the Stadium and the Union Terminal. 
Ralph Moorhouse, Sales Manager 


ed selat-¥am kh Oh. 7-1 am et 3101019) 
Teletype: CU 240 


HOTEL KENMORE 


Boston, Massachusetts 


n the quiet Back Bay section, close to Boston's business district, historic sites and 


convenient to everything that Boston offers 


Frank Hignett, Sales Manager 
Phone: COpley 7-9000 


Teletype: BS 7] 


Daniel Mitchell, Sales Manager 
Phone: KEnmore 6-2770 
Teletype: BS 1093 


Famous 


services 


staff manager at Houston in 1947, and 
manager at Austin in 1951. In 1952 he 
was made assistant director of agen- 
cies at Houston, and in 1955 associate 
director. 


Globe Life 

Robert E. Richard has been appoint- 
ed agency vice-president of Globe 
Life, recently purchased by Swift & 
Co. of Chicago. The appointment, it is 
stated, is in line with plans for a rap- 
idly expanding multiple line opera- 
tion. 


HOTEL ROOSEVELT 
New York, N. Y. 
Located on smart Madison Avenue, 
convenient to everywhere, directly 
connected to Grand Central Station. 
Robert G. Golbach, Sales Manager 


Phone: MUrray Hill 6-9200 
Teletype: NY 1-2924 


EDGEWATER BEACH HOTEL 
Chicago, Illinois 


On the lake only minutes from The Loop. 


for its meeting facilities and 


It's Chicago's number one 


Convention Hotel. 


H. J. LaFrenere, Sales Manager 
Phone: LOngbeach 1-6000 
Teletype: CG 2378 


the 11CA way! 


Haroip LaFRENERE 
tce-President and 
ational Sales Manager 


Horerz 
ORPORATION 
OF AMERICA 


A. 
M. SONnNaBeENp, President 
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Mr. Richard has been in insurang 
since 1936 when he started with Pn. 
dential. He joined Security Mutu 
Life in 1940 and after war service rp. 
turned to Security Mutual’s group qd. 
partment. In 1949 he switched to th 
agency department, and for a numbe 
of years has been superintendent 4 
agencies. 


Union Central Life 

Douglas A. Warner Jr. has bee 
named executive vice-president fo 
mortgage loan and real estate inves. 
ment, succeeding the late John ¢ 
Quick. Mr. Warner joined Unig 


Douglas A. Warner Elmer R. Best 


Central in 1945, served as assistant 
treasurer, as specialist in the comp. 
troller and financial departments, and 
has been treasurer for the past four 
years. 

Elmer R. Best, 2nd _ vice-president 
since 1957, succeeds Mr. Warner as 
treasurer. Mr. Best, with Union Cen- 
tral since 1939, has served as company 
attorney and assistant manager of the 
law department, office manager of the 
financial department, assistant treas- 
urer and assistant vice-president. 


Midland National Life 


Richard W. Hanten has been ap- 
pointed field supervisor. He has been 
with Midland National for six years as 
district agent at Huron, S. D. 


Berkshire Life 


Valmore E. Alcombright has _ been 
appointed administrator of insurance 


STATEMENT REQUIRED BY THE ACT OF AUGUST 
24, 1912, AS AMENDED BY THE ACTS OF MARCH 
3, 1933 AND JULY 2, 1946 (Title 39, United States 
Code, Section 233) SHOWING THE OWNERSHI, 
MANAGEMENT, AND CIRCULATION OF The Na- 
tional Underwriter Life Insurance Edition, published 
weekly, at Chicago, Ill., for Oct. 1, 1958. 

1. The names and addresses of the publisher, editor, 
managing editor, and business manager are: 

Publisher, The National Underwriter Co., Chicago, Ill. 

Editor, R. B. Mitchell, Ridgewood, N. J. 

Managing Editor, None. 

Business Manager, R. J. O’Brien, Des Plaines, Ill. 

2. The owner is: (if owned by a corporation, its 
name and address must be stated and also immediate- 
ly thereunder the names and addresses of stockholders 
owning or holding 1 percent or more of total amount 
of stock. If not owned by a corporation, the names 
and addresses of the individual owners must be given. 
If owned by a partnership or other unincorporated 
firm, its name and address, as well as that of each 
individual member, must be given.) 

The National Underwriter Co., Chicago, New York, 
Cincinnati; John Z. Herschede and Elizabeth W. Her- 
schede, Trustees, Cincinnati, Ohio; Cartwright, Val- 
leau and Co., Chicago, Ill.; H. J. Burridge, Cincin- 
nati, Ohio; Levering Cartwright, Evanston, Ill; 
Russell Cartwright, Evanston, Ill.; Ruth Cartwright, 
Evanston, Ill.; Lessie K. Wadsworth, Highlan 
Ill.; R. E. Richman, Holland, Mich.; George W. Wads- 
worth, Highland Park, Ill.; How & Co., Chicago. Il 

3. The known bondholders, mortgagees, and other 
security holders owning or holding 1 percent or mor 
of total amount of bonds, mortgages or other securi- 
ties are: (If there are none, so state.) None. 

4. Paragraphs 2 and 3 include, in cases where th 
stockholder or security holder appears upon the books 
of the company as trustee or in any other fiduciary 
relation, the name of the person or corporation for 
whom such trustee is acting; also the statements 2 
the two paragraphs show the affiants full know! 
and belief as to the circumstances and condities 
under which stockholders and security holders W 
do not appear upon the books of the company & 
trustees, hold stock and securities in a capacity ot! 
than that of a bona fide owner. 

5. The average number of copies of each issue ¢ 
this publication sold or distributed, through the 
or otherwise, to paid subscribers during the 12 monl® 
preceding the date shown above was: (This informs: 
tion is required from daily, weekly, semiweekly, 
triweekly newspapers only.) 8,433. 

R. J. O'Brien. 


Sworn to and subscribed before me this 30th day of 
September, 1958. 
H. E. LISTUG. 


(Seal) 
My commission expires Sept. 3, 1961. 
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Postal Life 
Joseph M. Fen- 
ton Jr. has been 
appointed sales 
promotion super- 
visor. He entered 
the insurance field 
with Penn Mutual 
and has had ex- 
tensive experience 
in personal pro- 
duction and agen- 
cy management. 





James L. Russell William L. Camp Ill 


been promoted to superintendent of 


agencies and Paul A. Hoeffer becomes Joseph M. Fenton Jr. 
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Knowledge, foresight, ability and courage inspire 
confidence. Small wonder, then, that so many people 
are insured by Pilot Life Insurance Company. . 


It takes knowledge and foresight to chart the most 
effective insurance plan for millions of people. More 
than 3 million people are now covered by the Pilot’s 
insurance plans, with a total of more than $1,400,000,000 
insurance in force. 


It takes ability and courage to pioneer in fields 
never before insured. Pilot Life is famous for its sound, 
practical innovations in the insurance field. 


The Pilot’s agents are secure in the knowledge that 
The Pilot knows where it is going—and has the ability 
and courage it takes to get there. 





Dil Lyfe Iusurance Compas GY 


} LIFE, GROUP, ACCIDENT & SICKNESS 
He PILOT TO PROTECTION FOR OVER FIFTY YEARS 
' F. STAFFORD, PRESIDENT GREENSBORO, NORTH CAROLINA 
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New Committee Named 
By Occidental Of California 


Occidental of California has formed 
a new directors’ committee to deal 
with home and branch office real 
estate. President Horace W. Brower 
will be chairman. Members will in- 
clude Frank N. Belgrano Jr., board 
chairman; H. Taylor Peery, director; 
Willsie W. Wood, director; Powell E. 
Smith, executive vice-president; and 
H. G. Dobson and A. M. Burke, vice- 
presidents. 





Brokers 
Look to 
GUARDIAN 


for 


Leadership 


death, 


Manager, or write... 


The GUARDIAN 
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Several new members have been 
added to the board’s finance commit- 
tee: Mr. Peery, Mr. Burke and George 
D. Bjurman. Claud S. Gillespie, com- 
pany secretary, is secretary of the 
committee. 


Loy Joins Ky. Department 

C. Russell Loy has been named 
assistant director of the company and 
agents division of the Kentucky de- 
partment. He has been for 12 years 
with Commonwealth Life. 





" Flexible Policy 


Provisions 


The unique flexibility of the modern Guardian contracts 
gives them built-in sales appeal. Only with Guardian 
can you offer your prospects all these advantages: 


®@ Guaranteed right to change all Life and Endow- 
ment Policies on an original-age basis to higher or 
lower premiums. 

e A choice of four retirement ages on Life Endow- 


ment Income (55 - 60-65 or 70) with the option of 
changing Retirement Age at any time up to 70. 


@ The right of any type of owner (natural person, 
corporation, partnership, or trustee) to elect op- 
tion settlements to be paid to any type of payee. 


© The right to divide proceeds and have the various 
parts placed under different options running con- 
currently or successively. 


@ Where owner is beneficiary, the right to designate 
a new beneficiary within 90 days of the insured’s 


All these provisions — and many more — make Guardian 
policies among the most flexible, modern, and salable in the 
industry. For full information, call your nearest Guardian 


Life Insurance Company 


OF AMERICA 


A Mutual Company @¢ Established 1860 
50 UNION SQUARE, 


NEW YORK 3, N. Y. 
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F ield M anager Ss Discuss Selection Tests and on a relatively small amount of poorly will not necessarily fail, pn F r 


business, it is hard to arrive at ac- will all those who score well succegg» 


(CONTINUED FROM PAGE 19) curate averages.” However, there was Mr. Lundquist provided a y 
result in greater profits and more be a double check on grading to insure no doubt about the group rated complete and helpful picture of hoy} our : 
pleasant work.” accuracy. “superior.” They produced three times the testing program has operated jj] that 


T. E. Newton, Woodmen of the Based on six months’ trial, he said as much business as the unsatisfactory his organization. He said that ig ,f recel 
World of Omaha, told of some of his society found that a group that group in the same period, he declared. candidate passes all the hurdles g unlil 
the problems of adopting selection tested “unsatisfactory” and was given s interviews and inspections and tes,§ and 
tests and early results of his company’s part-time contracts, averaged produc- Lundquist Tells Results show his aptitude to be “superior” atter 
use of them. Problems include “sell- tion of $4,500 per month per represen- William A. Lundquist, Lutheran might have about 8 chances in 19 gf will 
ing” state managers on the use of tative. The “borderline” group aver- Brotherhood, reported results of using succeeding in the field. If, howeve | ment 
tests, and then on actually paying aged $9,000. Then, paradoxically, the selection tests by his society for the he survived all the other steps but in 0 













attention to the results. There is a group rated “satisfactory” averaged last few years. tested just barely acceptable, hj} insu 
tendency to disregard the grade when only $7,000. “I am pretty much at a “Selection tests are but one step in chances of success might be only 2 bette 
it doesn’t suit one. There should also loss to know the reason,” Mr. Newton the recruiting procedure,” he em- out of 10. can 
Hal L. Nutt, director of the Purdy| ened 
institute, concluded the meeting wit, “T 
a talk on “Educating and Training th} pres! 
Field Force.” comé 
—_ fede! 
Actuaries Feature res 
Imagine Mabel Informal Discussions tivel 
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matic Premium Loan procedure ¢e.} °°V° 
Z mm - — the — system in handling oe 
such accounts. 
Republic National Life rT cote ne: 
Data Processing Equipment—whe ; s 
should a society consider installation — 


and basic principles to be followed 
prior to and during installation.” aa 
Mr. Gadient read a written discus- 


having that much 





NEW OFFICERS 

President—Robert H. Taylor, con- 
sulting actuary, Cedar Rapids. 

Vice-president—John Gall, Aid As- 
sociation for Lutherans. 

Secretary—Henry F. Scheig, Aid 
Association for Lutherans. 

Treasurer—Robert E. Bruce, con- 
sulting actuary, Chicago. 

Editor—Harmon R. Taylor, cons=%- 
ing actuary, Cedar Rapids. 

Librarian—Ingolf Lee, Lutheran 
Brotherhood. 

Council members—Mary M. Cusic, 
Royal Neighbors; Frank Gadient, Mod- 
ern Woodmen; Reuben I. Jacobson, 
Lutheran Brotherhood; Daniel Macken, 
Woodmen of the World, Omaha. 


Life Insurance 


in Force 





sion on this subject by Franklin Stauf- 
fer, Modern Woodmen, followed by 
further observations by. Mr. Rugland, 
Harmon R. Taylor, consulting actuary 
and Margaret Walker, Royal Neigh- 
bors. 

Finally, Mr. Eckler spoke on social 
security in Canada and the Ontario 
Hospital Insurance Plan—an impor- 
tant subject even though a society 
may not be operating in Canada. 
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s CONSULTANTS 

















O’TOOLE ASSOCIATES 
Management Consultants 
To Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
Queens Village 29, N. Y. 








BOWLES, ANDREWS & TOWNE, Inc. 
ane d : ACTUARIES ; 
Well on the road to Two Billion Life Insurance in Force MANAGEMENT CONSULTANT 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 








REPUBLIC NATIONAL LIFE INSURANCE COMPANY ®¢ DALLAS, TEXAS 
O. R. CARTER 


LIFE e@ ACCIDENT e SICKNESS e MEDICAL AND SURGICAL REIMBURSEMENT e HOSPITALIZATION Consultant On 
Agency Building 


40 years experience 


818 Olive Street 
St. Louis, Mo. = 





GROUP e FRANCHISE e@ BROKERAGE e COMPLETE REINSURANCE FACILITIES 
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Fraternal's Six Perils Are Outlined 


(CONTINUED FROM PAGE 19) 


our advertising policies . . . the rebuff 
that the Federal Trade Commission 
received by the Supreme Court is 
unlikely to dissuade it permanently 
and it is almost certain that further 
attempts to regulate life insurance 
will be made by the federal govern- 
ment ... We should do everything 
in our power to cooperate with state 
insurance officials, to help them do a 
petter job, so that state regulation 
can be maintained and _strength- 


ened... 

“The fifth danger we face at the 
present time, which has already be- 
come a reality, is the re-entry of the 
federal government into the field of 
insurance ... We believe that life 
insurance can be handled more effec- 
tively and more economically by 
private enterprise than by the federal 
government. But the struggle ahead 
seems hard, if we are to succeed in 
getting the federal government out of 
the life insurance business. 

“Sixth, and most serious on the 
list of government encroachments into 
the life insurance business is the 


tendency for government benefit pro- 
grams to become ever more broad... 
As you know, the giant in this field 
is federal old age and survivors insur- 
ance, or, as we commonly call it, 
social security ... The tendency on 
the part of each succeeding Congress 
seems to be more and more benefits 
for more and more people, and never 
mind the cost.” 


An Antidote For Poison 


As an antidote to the poison of an 
encroaching and all-powerful federal 
government, Mr. Hill suggested a 
jfour-point program beginning with 
more and better advertising, improved 
training of agents, adoption of up-to- 
date selling methods, and _ greater 
stress on the virtues of fraternalism. 

In conclusion, Mr. Hill emphasized 
that “my remarks have been motivated 
not by any desire to criticize, but 
only by my belief in life insurance, 
fraternalism, and the tremendous 
meaning that both of them have for 
our people.” 

J. Henri 


Goguen, L’Union Saint- 





MEN GET AHEAD FASTER! 


some of the reasons are .... 


1. THEIR PRODUCT IS IN 
STEP WITH THE TIMES .... 
Federal Life offers their men 
the finest Accident and 


Health contracts available 
today. In turn, our men can 
offer prospects non-cancel- 


lable, guaranteed renewable 
accident and health contracts, 
and participating as well as 
non-participating life insur- 
ance plans. 


2. FEDERAL LIFE HAS A 
VARIETY OF POLICIES .... 
Federal Life men are able to 
obtain more business be- 
cause they have a policy for 
every need. To name a few: 
Major Medical, Major Hospi- 
tal, Secured Income Plan, 
and Non-Cancellable 
Disability. 


FEDERAL LIFE 


INSURANCE COMPANY 


6100 North Cicero Avenue, Chicago, Illinois 





3. EACH POLICY IS TAILOR- 
MADE .... 

Each policy has a number of 
plans, any of which can be 
adopted to fit an individual 
need. In short, a plan for 
every pocketbook. 


4. PROMPT CLAIM SERVICE 
BUILDS GOOD-WILL .... 

Federal Life pays its claims 
promptly; it of fers no ex- 
cuses and builds added good- 
will for its agents. In 1957, 
the Federal Life Claim 
Department paid: over 
$5,300,000.00: in claims. 


If you would like more de- 
tails on how you can get 
AHEAD faster write: 

Emery Huff, Dept. NU 





Jean-Baptiste d’ Amerique, a former 
member of the Massachusetts state 
legislature, provided an inspirational 
picture of “Fraternalism and Its Con- 
tribution to America.” 

In outlining the philosophy of peace, 
love, and charity which is embraced 
in the constitution of each fraternal 
organization, Mr. Goguen told how the 
lodges give security and strength to 
members, teach good citizenship, en- 
courage free enterprise, provide relief 
for the destitute, care for the sick, and 
comfort for the bereaved. 

“It has never been more important 
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to renew our faith in our fraternal 
system. Convinced that fraternalism 
is synonymous with Americanism, !et 
us resolve to intensify, revive, and 
restore the life of our lodges so that 
they may continue to build a still 
greater and more prosperous America 
which will lead the whole world to a 
just and lasting peace.” 


Manufacturers Life has been licensed 
to do business in Massachusetts. The 
company is now licensed in 28 states, 
the District of Columbia and Hawaii. 





BECAUSE- 





LIFE 





















I. Our underwriting is done at the time of issue — 
not at the time of claim. 


2. Our Disability Clause has no “escape hatches” 
It’s the best on the market today. 


$QO= If you want your clients to have a QUALITY 
SICKNESS & ACCIDENT POLICY — Sell them 
a Union Mutual Non-Can/ 


MUTUAL 


LIFE INSURANCE COMPANY OF PORTLAND, MAINE 


Canadian Head Office — Montreal, P. Q. 
America’s Eighth Oldest Life Insurance Company 


Offering All Forms Of 
NON-CAN 


Rolland E. Irish, President — John R. Carnochan, 
Vice President in Charge of Agencies 


LIFE UNDERWRITERS SINCE 1848 


GROUP 
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Al THE 
AVN NYANS AGENT 
CITY N 


LIFE KEY 
MAN! 


Each year the number of Kansas City 
Life policyowners from coast to coast 
continues to grow! 


Each year the amount of insurance in 
force increases. 


Holding the key to this fact-and-figure success 
story is the man with the rate book, the Kansas 
City Life professional agent who serves the 
policyowner direct. 


Because he is the Key Man in our steady growth 
and ability to increase benefits to the insurance 
buyer, the agent’s success is always foremost 
Tammele)amoli-Talalialce 


We offer him every assistance including sales 
aids, advertising and promotion (all designed 
exclusively for Kansas City Life). And, as always, 
we stress insurance contracts most beneficial 

to the policyowner, which in turn are the policies 
which produce the highest earnings 

for the Key Man. 


KANSAS CITY LIFE INSURANCE COMPANY 


Home Office Broadway at Armour Kansas City, Missouri e Serving Policyowners Coast to Coast 
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Taxes Get Spotlight At ALC Annual 
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New Sales Record 
Very Probable, Says 
Adams In Report 


In-Force Should Reach 
Half-Trillion By Dec. 31; 
Assets Now $105 Billion 


Despite a dip in the general economy, 
life insurance has held up well so far 
this year, Claris 
Adams, executive 
vice-president and 
general counsel of 
American 
Life Convention, 
reported to the 
ALC’s annual 
meeting at the 
Edgewater Beach 
hotel, Chicago. 

“With the evi- 
dent pickup in our 
economy it is very 
probable that by 
the end of the year total life insurance 
sales will equal or possibly exceed the 
all-time high of 1957,” Mr. Adams said. 

For the first eight months of this 
year, production in general has been 
off about 3%, with the lag principally 
in group insurance. However, he 
pointed out, group life figures cover 
new groups set up only, and do not 
include additions under group con- 
tracts already in force. 





Claris Adams 


Average Policy Larger 


Commenting on ordinary insurance 
sales, Mr. Adams said that the number 
of new policies placed is fractionally 
less than a year ago, and that the 
increased volume is due to larger 
average sized policies. 

Legal reserve life insurance in force 
in the United States is approximately 
$490 billion as of Oct. 1, and should 
pass the half-trillion mark by the end 
of this year. Assets of all U. S. com- 
panie; now total $105 billion. Benefits 
for tie first seven months of 1958 
amounted to $4,240,000,000, compared 
to the same period last year. 

“Impressive as these figures seem,” 
Mr. Adams commented, “we must 
constantly remind ourselves that the 
life values in the United States are 
under-insured. The average family 
protection has increased from $7,600 
at the end of 1956 to perhaps as much 
as $8,500 at the present time. This 
is gratifying. However, the additional 
insurance per family only raises fam- 
ily protection from 17 months to 18 
months of disposable family income.” 

Reporting on the financial front, 
Mr. Adams said that huge require- 
ments of government financing, be- 
cause of a very large deficit, presents 
the Treasury with a problem. This, 
together with an upturn in housing 
starts and its increased requirement 
for mortgage financing, and the re- 
puted decision of many industries to 
make substantial new investments in 
new equipment, will undoubtedly 
Strain the resources of the capital 
market in months to come. 

‘These factors will influence a 


(CONTINUED ON PAGE 42) 





From California To Maine 






R. E. Irish receives gavel from Harry Stewart. 





Urges ALC To Work For 
U.S. Anti-Inflation Stand 


The fight against inflation and for a 
stable dollar should be a matter of na- 
tional policy, Harry J. Stewart, pres- 
ident of American Life Convention, 
declared in his presidential address at 
the annual meeting of ALC in Chi- 
cago. 

Mr. Stewart, who is president of 
West Coast Life, said that this idea is 
currently being put forth by Holgar 
Johnson, president of Institute of Life 
Insurance. 

“The steps to be taken in establish- 
ing such a policy have been outlined 
in some detail,” Mr. Stewart said, “and 
are regarded as concomitant with the 
national employment policy that is 
now a commitment of government, 
business and labor. 

“This proposed national policy may 
well arouse great enthusiasm and 
prove to be the focal point around 
which forces can be organized to suc- 
cessfully combat further inflation,” 
he continued. “The public under- 
standing so essential to such an un- 
dertaking requires most effective com- 
munication and education. None are 
better equipped to undertake and pro- 
vide leadership for this monumental 
task than are the life insurance com- 
panies.” 

All Agree On Inflation 


Mr. Stewart said that although the 
member companies of the American 
Life Convention may differ on such 
questions as income taxation and mor- 
tality tables, there is surely one ques- 
tion upon which all can agree and to- 
gether put forth their best efforts to 
maintain the monetary stability so es- 
sential to the welfare of our country 
and the concept of our business. 

“Certainly, the invisible tax levied 


by inflation is more insidious than 
any that can be imposed by legisla- 
tion,” said Mr. Stewart. 

He called upon the convention to be 
among the first to endorse this pro- 
gram and asked that the member 
companies be in the forefront of the 
effort to win the public acceptance 
necessary to carry it through to a suc- 
cessful conclusion. 

Mr. Stewart in his recapitulation of 
the past year in the industry, pointed 
out that the serious single problem of 
life insurance industry was the matter 
of the federal income tax. He also 
made note of the fact that the conven- 
tion had arranged for a forum discus- 
sion of the problem during the gener- 
al sessions, featuring representatives 
of four life insurance organizations. 


Lauds Tax Committee’s Work 


Mr. Stewart called to the attention 
of the life executives in the audience 
the extraordinary efforts of the joint 
tax committee under the leadership 
of Deane C. Davis, president of Na- 
tional Life of Vermont, to find a basis 
for agreement among the companies 
of the life insurance industry. 

Mr. Stewart said that divergence of 
opinion is frequently productive of 
good results, especially when dis- 
cussed objectively. He concluded that 
there is still good reason to hope that 
in due course a satisfactory basis for 
resolving the issues may be reached in 
the matter of the federal income tax, 
just as the industry has ironed out 
its difficulties in the past. 

Mr. Stewart also touched ‘on “the 
apparent need for re-examination of 
the relations of the convention with 

(CONTINUED ON PAGE 42) 


Sirenuous Efforts 
Made To Find Unity 
Among All Insurers 


Chairman Davis Of Joint 
Committee Presents Report 
Covering Various Modes 


By ROBERT B. MITCHELL 


The question of what income tax ba- 
sis American Life Convention should 
officially endorse 
—and the question 
of whether it 
would be possible 
to arrive at any 
united industry 
position—far over- 
shadowed every 
other consideration 
at the annual 
meeting of ALC at 
Chicago this week. 

The situation 
was laid before the 
members Wednes- 
day by Deane C. Davis, president of 
National Life of Vermont and chair- 
man of the joint committee on federal 
income taxation of life companies of 
ALC, Life Insurance Assn. of America, 
and Life Insurers Conference. 

Talks given at the sessions will be 
reported in next week’s issue. 

“The burning question at the moment 
is, How shall the industey be repre- 
sented at the coming hearings, to begin 
Nov. 17,” said Mr. Davis in his report. 
“This, in turn, involves the question of 
what shall be the function of the joint 
tax committee in preparation for and 
in representation of the industry at 
these hearings. 


No Unified Position 


“At the present time we have no 
unified industry position. A large 
number of companies, probably a 
substantial majority, do not believe 
any total income plan can be devised 
which will be satisfactory to them. 
They are opposed to any total income 





Deane C. Davis 





OFFICERS ELECTED 

President—R. E. Irish, president 
Union Mutual Life. 

Members of executive committee— 
R. J. Wetterlund, chairman Washing- 
ton National (reelected); Frederic W. 
Ecker, president Metropolitan Life; Jay 
C. Higdon, president Business Men’s 
Assurance, and Walter O. Menge, presi- 
dent Lincoln National Life. 





plan of any kind. Another large seg- 
ment of the industry believes that it 
may be possible to work out a total in- 
come approach which can satisfacto- 
rily protect the interests of all seg- 
ments of the industry. At the mo- 
ment it is questionable whether a ma- 
jority of the companies would go on 
record affirmatively in favor of either 
of these plans which have been pro- 
duced by the subcommittees of the 
joint tax committee. 

“It has been made clear by the 
Treasury department, by the chair- 
man and staff of the ways and means 
committee and by some members of 

(CONTINUED ON PAGE 36) 
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HteNATIONAL UNDERWRITER 


Urges Higher Priority For 
Finding Potential Leaders 


A call to search out young people 
who can eventually assume leadership 
in the life insur- 
ance business was 
sounded by Virgil 
H. Smith, presi- 
dent of Beneficial 
Life, at the annual 
meeting of Ameri- 
can Life Conven- 
tion in Chicago. 

“Individuals pos- 
sessing this type of 
leadership 
are scarce,” Mr. 
Smith declared. 
“To train individ- 
uals to become such leaders is not an 
easy task. It is of such importance 
that it properly requires a willingness 
on behalf of top management to devote 
a reasonable part of their time and 
attention to the education and devel- 
opment of their successors.” 

He said he felt that the life compan- 
ies might do well to go to high schools 
and colleges more often as a source 
of leadership personnel. On the basis 
of his own observation, Mr. Smith 
said, there is an apparent lack of 
interest shown by youngsters in the 
insurance business. More effort is 
needed in counseling young men to 
seek life insurance as a career, he 
said. 


Counselors Should Be Apprised 





Virgil H. Smith 


“Counselors in high shcools and 
colleges should be fully apprised of 
the opportunities afforded in the life 
insurance industry. We might well 
see the value in establishing scholar- 
ship funds. ... The need in our 
business for trained and clear thinking 
actuaries has never been greater. The 
demand for experienced underwriters, 
medical advisers, legal counsel, is at 
an all-time high. The future will make 
even greater demands upon _ these 
professions,” Mr. Smith said. 

Turning to another aspect of the 
life insurance business—the relative 
size of the various companies—Mr. 
Smith stated that the business needs 
both large and small companies. The 
experience of the larger companies 
serves as a beacon; the smaller com- 


panies are an important segment of 
the insurance business—and, he went 
on, “I am persuaded that no one is 
going to squeeze out the small com- 
panies.” 

“As I see it,” he said, “the problem 
facing the medium and smaller-sized 
companies today is not merely meet- 
ing the challenges, for I feel confident 
that these can and will be met. The 
natural desire to grow will automati- 
cally do this. 

“I do believe most sincerely that 
we must ever keep paramount in our 
minds that our first responsibility, the 
primary cause for our existence, the 
basic force which has enabled us to 
build the monuments of financial 
strength which are ours through the 
companies we represent, is not net 
costs, nor is it cheaper-by-the-dozen 
policies, nor any of the so-called frills. 
It is the faith and confidence placed 
in our hands by the American people. 
This trust and confidence we must 
hold ever sacred. It is the ‘pearl of 
great price’ in our business.” 


Australian Executive 
ALC Meeting Visitor 


A. F. Deer, general manager of 
Mutual Life and Citizens’ Assurance 
of Sydney, Australia, is attending the 
American Life Convention meeting at 
the Edgewater Beach hotel in Chicago. 

Mr. and Mrs. Deer arrived from 
England Aug. 26 on the Queen Eliza- 
beth and will leave for Australia by 
plane Oct. 25. 

Mr. Deer was born in Hastings, Neb., 
of Australian parents, but has not 
lived in Hastings since he was three 
years old. It will be the first time 
since then that he has revisited Hast- 
ings. During their stay in this country 
Mr. and Mrs. Deer attended the Life 
Office Management annual meeting at 
Atlantic City. 


Party For Legal Section 

The Chicago law firm of Peterson, 
Lowry, Rall, Barber & Ross was again 
host to the Legal Section at a cocktail 
party during the annual meeting of 
the American Life Convention at Chi- 
cago. 








In the lobby of the Edgewater Beach hotel during ALC annual meeting: 
From left, Jay C. Higdon, president of Business Men’s Assurance, Oren Pritch- 


ard, Union Central Life, Indianapolis, 


president of National Assn. of Life 


Underwriters, and Lester O. Schriver, managing director of NALU. 


Veterans of many ALC meetings: seated, P. D. Gold, retired president of 
Jefferson Standard Life and a past president of ALC; Mrs. W. E. Bixby, and 
her mother, Mrs. J. B. Reynolds, whose late husband was a founder of ALC 
and its first president, and for many years president of Kansas City Life; 
standing, W. E. Bixby, president of Kansas City Life; Ray B. Lucas, counsel 
of Kansas City Life, and J. A. Budinger, the company’s executive vice-presi- 


dent. 





At ALC meeting in Chicago: From left, Rowe Book, vice-president and 
general counsel of Mid-Continent Life, W. O. Menge, president of Lincoln 
National, and John Gorsuch, general counsel of Security Life & Accident. 


Visitors at the 
ALC meeting: Lev- 
ering Cartwright 
of Cartwright, Val- 
leau & Co., and 
Victor B. Gerard, 
vice-president and 
treasurer of Com- 
monwealth Life. 
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Need New Basis For 
Insurable Interest, 
Says John W. Gillon 


Suggestions for life companies, in 
light of a decision by the Supreme 
Court of Alabama dealing with liabil- 
ity and insurable interest, were of- 
fered to the American Life Conven- 
tio Legal Section at its annual 
meeting by John W. Gillon, of general 
counsel, Liberty National Life. 

Mr. Gillon explained that in March, 
1958, in a widely publicized decision, 
the Alabama court held that it is a 
question to be submitted to and de- 
cided by a jury as to whether a life 
company is liable in damages under 
the “wrongful death” statute where 
the insurer issues a policy of life in- 
surance to one who has no _ insur- 
able interest in the insured life and 
who murders the insured to collect 
the proceeds of the insurance, because 
a life company owes a duty to use 
reasonable care not to issue a life in- 
surance policy in favor of one who has 
no insurable interest. 

The crucial points of the decision, 
Mr. Gillon explained, were that the 
theory that issuance of life insurance 
to one without insurable interest puts 
the insured in such peril of his life 
that the insurer ought reasonably to 
expect the insured to be murdered by 
the owner of the policy; and the the- 
ory that through the issuance of the 
policy could never have produced the 
death of the insured, the act of the 
owner of the policy in murdering the 
insured was not such independent in- 
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tervening cause as to relieve the in- 
surer of liability. 

The unreality of the peril to life 
theory was demonstrated conclusively 
in a line of cases originating with a 
decision by the Mississippi court in 
1887, and culminating in a U. S. Su- 
preme Court decision in 1911, he said. 

“The difficulty of the present posi- 
tion of the courts in attempting to re- 
quire the existence of insurable inter- 
est is that, in the case of life insur- 
ance, insurable interest exists only in 
the debtor-creditor relationship,” Mr. 
Gillon said. “The first of the five ele- 
ments, all of which must exist, is that 
the insured must possess an interest of 
some kind susceptible of pecuniary es- 
timation known as an insurable in- 
terest.” 


Indemnity Element Missing 


“In short, insurance is an indem- 
nity agreement. The element of in- 
demnity is almost wholly absent from 
life insurance, for a human life cannot 
be valued in money.” 

Mr. Gillon’s suggestions, the out- 
come of a monumental study of state 
laws and their interpretation, were: 

1. In many cases application forms 
should be revised to develop whether 
insurable interest exists. 

2. A statute is needed in every state 
authorizing the insurer to rely on the 
statements in the application as to the 
facts which constitute insurable inter- 
est. 

3. In order to meet the needs of 
modern society, a statute is needed in 
every state extending the privilege of 
purchasing life insurance to certain 
classes not now included in the deci- 
sions or statutes defining ‘insurable 
interest.” But the remedial statute 
must be so framed as to furnish rea- 
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sonable protection against the “quick 
buck” element in society. 

4. There should be gradual elimina- 
tion of the concept of insurable inter- 
est as related to life insurance, and 
the acceptance of a factual and logical 
realistic concept. 

5. Whatever standard is accepted, it 
should be simple and easy of applica- 
tion. 

6. Wherever a statutory definition 
of insurable interest has been adopted, 
a saving clause is needed to preserve 
certain well-founded approved insur- 
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able interest relations which were 
found to exist before enactment of the 
statute, and which do not fit the defi- 
nition contained in the statute. 

Mr. Gillon gave these suggestions in 
a report on all 48 states, the District 
of Columbia and the territory of Ha- 
waii. Taking each jurisdiction, he pro- 
vided the answers to 21 basic ques- 
tions, among them, “Which persons or 
agencies have an insurable interest?” 
“Must an assignee have insurable in- 
terest?” and “Does community prop- 
erty affect life insurance?” 
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the Senate finance committee that this 
issue will not be settled until every 
possible modification and application 
of the total income theory is objective- 
ly considered. If the industry were 
unanimously opposed to any total in- 
come approach, there is every indica- 
tion that the best interests of this in- 
dustry would be served by an objec- 
tive consideration of all aspects of all 
kinds of modifications of the total in- 
come approach. 


Reputation Needs Changing 


“If it should be demonstrated as a 
result of such procedure that there is 
no way to construct a total income ap- 
proach that can be applied without 
undue discrimination between compa- 
nies and kinds of companies, Congress 
will reluctantly turn to some other 
method of measuring the tax. This in- 
dustry, rightly or wrongly, has a rep- 
utation before Congress that it is not 
willing to assist in an objective con- 
sideration of the total income ap- 
proach merely because it would ap- 
pear to greatly increase the tax. If 
that impression, now so widely held, 
can be erased or diminished, it will 
redound to the benefit of the entire 
industry.” 

Mr. Davis pointed out that the joint 
tax committee is the creature of ALC, 
LIA and Life Insurers Conference and 
can be controlled in its actions by the 
three associations or it can be dis- 
banded. Since it has been a function of 
the committee to represent the indus- 
try position before the committees of 
Congress, “to disband the joint tax 
committee in the face of these im- 
pending hearings would, I believe, se- 
riously affect the standing of this in- 
dustry before Congress,” Mr. Davis 
said. 


Can Function Disunited 


“I believe it is possible for the joint 
tax committee, even in the disunited 
position in which we find ourselves, 
to continue to serve this industry in 
the crisis that is before us,” he con- 
tinued. “Its function will need to be 
somewhat different than it has been 
in the past. I suggest that this commit- 
tee should continue to be free to han- 
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dle discussions with all government 
officials from now up to the time of 
the hearings, during the hearings 
and in the aftermath. 

“I believe it should be free to dis. 
cuss any kind of proposal that is of ip. 
terest to appropriate government offj. 
cials from time to time but with the 
understanding that the committee ha, 
no power to bind this industry to sup. 
port or oppose any particular plan 
without resubmission to the member. 
ship. 

“It is entirely possible that during 
the preparation for the November 
hearings, and as a result of the test. 
mony at these hearings, the issues 
may be sufficiently narrowed ang 
clarified so as to make it possible for 
an industry position to emerge. We 
should be prepared for such an even. 
tuality. 


Would Pick Champions 


“Moreover, we should have some 
mechanism that will make it possible 
to go through the November hearings 
with dignity. I suggest that. this 
committee should be given the respon- 
sibility for the selection, from among 
the various groups of opposing views, 
of individuals to testify in support of 
one plan and in opposition to another, 
If this industry appears before the 
subcommittee of the ways and means 
committee in November without some 
practical means for providing coordi- 
nation of the presentation of the many 
conflicting views, we will only wind 
up doing immeasurable harm to each 
other. 

“This committee can be entrusted to 
see to it that all the various sides of 
the controversy are presented by the 
people who most believe in the partic- 
ular point of view to be expressed. 
While regrettable, it is not necessarily 
fatal to our cause that we disagree 
among ourselves. It will be fatal to 
our cause if these hearings, and other 
hearings to come, are conducted in 
an environment in which the principal 
ingredient is a heterogeneous mass of 
criminations and recriminations. 


Total-Income Preoccupation 


“In my opinion, key members of 
Congress are preoccupied at the mo- 
ment with the total income approach. 
It cannot be laughed off, voted away 
or swept under the rug. Nothing will 
dispose of it, if it is to be disposed of, 
until Congress has been satisfied that 
the problem has been thoroughly and 
objectively considered. The question 
is, Shall we do that in an orderly 
fashion or in an atmosphere of uncon- 
trolled name-calling? The answer to 
me seems obvious. I hope it does to 
you.” 

Mr. Davis reported that on Sept. 29 
and 30 a four-man subcommittee of 
the joint tax committee conferred 
with staff members of the ways and 
means committee and of the Treas- 
ury department to determine govern- 
ment attitudes toward the more Im- 
portant provisions of the total income 
and investment income proposals and 
also to convey some of the attitudes 
of the industry toward the problems 
inherent in each of the plans. 


Lists 20 Points 


“While no final positions were taken 
by either of these governments! 
groups, the following points emerge, 
said Mr. Davis. 

“ 1. While the Treasury still 
presses itself as open-minded, as of 
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now and on the basis of evidence re- 
ceived they will contend for a total 
income approach. 

«9, The Treasury recognizes the 
competitive problem between mutuals 
and stocks and feels that it is vital 
that it should be solved. 

“3, The Treasury stated that they 
would support any plan which is phil- 
osophically sound and could be de- 
fended, now and in the future, even 
though it reduced the amount of rev- 
enue. 
« 4 Treasury Undersecretary Scrib- 
ner stated emphatically that he thought 
the industry would be making a mis- 
take not to explore thoroughly the total 
income theory and try to make it work. 
Thus only would it be possible to get 
to some other plan when and if it 
could be shown that all attempts to get 
a total income plan had been tried and 


failed. 
2% Cushion Basis Opposed 


«5. The Treasury expressed itself 
as not convinced of the philosophical 
basis for that portion of the special 
policyholders’ protective fund which 
provides a cushion for all companies 
of 2% of the increase in reserves for 
mortality and asset losses. They fur- 
ther stated that they felt that this re- 
quirement would be met by the long- 
term loss carryback provisions. They 
asked for more data to support the 
provisions of the policyholders’ pro- 
tective fund which differentiate be- 
tween participating and non-partici- 
pating business. 

“6. The Treasury stated that they 
were opposed to applying to life insur- 
ance companies the bank treatment of 
capital losses. 

“7, There appeared to be indica- 
tion that the Treasury would not se- 
riously oppose the pension and profit- 
sharing provisions in the total income 
approach. 

“8. The Treasury stated that they 
would oppose the 85% intercorporate 
credit on the ground that it gave the 
companies a double deduction. 


Interest In “Floor” Provision 


“9. The Treasury expressed inter- 
est in a floor provision in the total in- 
come approach, and indicated that 
their thinking at present was a limita- 
tion or ceiling on dividend disburse- 
ments for mutual companies. No pre- 
cise figure was mentioned, but this 
was portrayed as a device to maintain 
competitive equality rather than to in- 
sure income. 

“10. The Treasury described them- 
selves as intrigued by the revaluation 
provision of the surplus investment 
income approach contained in the sub- 
committee’s plan. They recognize the 
advantage of a tax base related to 
individual company operation only. 

“11, They indicated they were 
‘startled’ by the provision in the in- 
vestment income approach providing 
for a floor covering only dividends to 
stockholders. 


Up To The Industry 


“12. Mr. Scribner called attention 
clearly and emphatically to the fact 
that the situation confronting us was 
one in which it was up to the industry 
to get any new legislation enacted and 
that the function of the Treasury was 
to advise the congressional commit- 
tees. This obviously has reference to 
the automatic feature of the 1942 law. 

13. The ways and means staff are 
equally, if not more, aware of the 
necessity of providing a solution 
which does not unfairly discriminate 
between mutual and stock companies. 
. 14. The ways and means staff take 

€ same position as the Treasury de- 
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partment, that the 20-year loss carry- 
back and the basic 2% of the increase 
in reserves portion of the policyhold- 
ers’ protective fund were aimed at 
solving the same problem, and one or 
the other should be sufficient—not 
both. Interest was expressed however 
in that feature of the policyholders’ 
protective fund which provided an ex- 
tra allowance on _ non-participating 
business as a recognition of the need 
for providing some equalization be- 
tween stocks and mutuals. 


Doubts Protective Fund Need 


“15. The ways and means commit- 
tee staff, while questioning the math- 
ematics and still not completely con- 
vinced that a policyholders’ protec- 
tive fund is necessary or desirable, 
show more inclination to consider it 
objectively than did the Treasury. 

“16. The question of deductibility of 
policyholder dividends and the possi- 
ble inequities resulting between stock 
and mutual companies were discussed 
at great length. The ways and means 
committee staff did take the position 
that if a generous deduction for the 
policyholders’ protective fund were al- 
lowed, it would make the policyholder 

(CONTINUED ON PAGE 45) 
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Average ‘Take-Home’ 
Pay Of Nationa! Of 
Vt. GAs Is $30,000 


The average net “take-home” pay of 
National Life of Vermont general 
agents is just under $30,000 a year, 
Clyde R. Welman, agency vice-pres- 
ident disclosed in his talk at the agen- 
cy section meeting during the annual 
meeting of American Life Convention 
at Chicago. 

This “take-home” pay, coupled 
with the average increase in equities 
for general agents, brings the total to 
$53,000, or an increase of 54% in the 
position of the average general agent 
of National Life since 1954. 

National Life operates entirely on 
the general agency system. 

“Under this system, general agents 
take risks which managers do not 
have; therefore it behooves us to make 
certain that the over-all benefits of 
our contracts for a successful general 
agent exceed what those _ benefits 
would be if we used the managerial 
method,” he said. 

National Life has no special deals 
but only two types of general agent 
contracts. 

“Under the New York law, we sub- 
sidize our new general agents in a 
manner that provides less than a man- 
agerial salary, but regular renewals 
are contractually provided for from 
the beginning,” he said. “To avoid 
home office regimentation, our general 
agents have requested that they do 
their own financing of agents, al- 
though during the early years of a 
general agent’s career there is a re- 
volving fund for his use until such 
time as his equities permit bank loans 
for this purpose.” 

Mr. Welman said his company 
doesn’t have a general agents’ pen- 
sion plan, this having been omitted 
several years ago at their request. 
Instead, it has a so-called “yardstick” 
or method of rating the general agents 
as to whether or not they are classed 


FeNATIONAL UNDERWRITER 


October 1i, 1958 


O 





At the American Service Bureau party during the ALC annual meeting in Chicago: Front row, Lee Parker, presi- 
dent of the bureau and administrative vice-president and treasurer of ALC; Mrs. Parker; W. L. Vogler, executive 
vice-president of American National, and Mrs. L. D. Cavanaugh, whose husband is chairman of Federal Life of Chi- 
cago. Back row, Dr. J. E. Boland, Country Life; Mrs. J. H. Daggett, whose husband is chairman of Old Line Life, and 


L. D. Cavanaugh. 





as superior. Under this method, they 
have the contractual opportunity to 
receive all or part of what have long 
been known in the industry as post- 
terminal collection fees. These fees 
can amount to a substantial amount of 
money and are payable in case of dis- 
ability or at death or retirement. 

Mr. Welman said National Life does 
not have an organized agents’ group 
but does have a very active general 


agents’ association, represented by an 
executive committee. “Over the 
years,” he said, “we have cultivated 
the interest of the general agents in 
company problems and have elicited 
their aid in the solution of these prob- 
lems. As a result of this cooperation, 
we give strict attention to the prob- 
lems of the field presented by the ex- 
ecutive committee, because they 
screen all requests they receive. And 





Mrs. Claris Adams, wife of the ALC executive vice-president and general counsel; 
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At the part given for the Legal Section of ALC by the Chicago law firm of Peterson, Lowry, Rall, Barber & Ross: 





Spencer Keare, president of 


Federal Life of Chicago; Mrs. Keare; John A. Loyd, president of Union Central Life and a past president of ALC; 
A. R. Peterson, member of the host law firm; Mrs. Peterson; Tim Lowry, member of the firm, and Mrs. Lowry. 


in turn, the committee interprets 
company decisions and _ basic _back- 
ground for such decisions to the rank 
and file of the field forces. 

“As a result of this system, the com- 
pany has been able to attract more and 
more outstanding general agents, who 
in turn are putting emphasis on a much 
more professional type of agency or- 
ganization.” 


B.M.A. Is Host At 
Tom Grant Breakfast 


More than 175 persons were guests 
of Business Men’s Assurance at its an- 
nual “Tom Grant breakfast” at the 
Edgewater Beach hotel. Thursday dur- 
ing the American Life Convention 
meeting. It was attended by repre- 
sentatives of life companies primarily 
from the middle west and west and by 
representatives of insurance assocla- 
tions and the trade press. 

Guest of honor at the breakfast was 
Oren D. Pritchard, Union Central, In- 
dianapolis, recently elected president 
of National Assn. of Life Underwrtt- 
ers. 

William D. Grant, executive vice 
president of B.M.A., presided at the 
breakfast meeting. B.M.A. has givél 
its “Tom Grant breakfast” honorihi 
the newly-elected president of NAL 
for the last 23 years, following th 
practice begun by the late W. 
Grant, founder of B.M.A. 


Events For Women Guests 

Women guests at the American Life 
Convention annual meeting in Chicas? 
were provided with a special head- 
quarters in the Sheridan Room of 
Edgewater Beach hotel. Among the 
entertainment features were 4 mati- 
nee of “My Fair Lady” and luncheol 
at the Chicago Art Institute. 


restric 
many 
insura 
their | 
tender 
sation 
of con 
indust: 
that sc 


ticular 
declare 
public 
well cz 
in othe 
among 
such a 


XUM 





‘ker, presi- 
, executive 
sife of Chi- 
: Life, and 


interprets 
asic back- 
o the rank 


1, the com- 
t more and 
gents, who 
on a much 
agency OI- 


At 
kfast 


vere guests 
e at its an- 
st” at the 
irsday dur- 
Convention 
by repre- 
; primarily 
rest and by 
“e associa- 


akfast was 
‘entral, In- 
| president 
Underwrit- 


itive vice- 
Jed at the 
has givel 
> honorin 
of NAL 
lowing tht 
ite W. 7 


xuesis 

erican Life 
in Chicag 
cial head- 
oom of the 
mong the 
re a matt 
d luncheot 





October 11, 1958 


LIFE INSURANCE EDITION 


Scores Ridiculous Curbs 
On Company Pay Plans 


A review of state laws which regu- 
late the methods of compensation for 
insurance company employes was pre- 
sented by Daniel P. Cavanaugh, assis- 
tant general counsel of Aetna Life, to 
the Legal Section of American Life 
Convention at its annual meeting in 
Chicago. 

Making it clear that he was express- 
ing his personal opinion and was not 
speaking for his company, Mr. Cavan- 
augh pointed out that the restrictions 
enacted many years ago have become 
outmoded in the light of modern 
pusiness practices and are making it 
increasingly difficult for life compan- 
ies “to apply to the manpower prob- 
lems of the business the same 
ingenuity and the same adaptability 
to changing conditions that they have 
applied in meeting other needs of the 
business.” 

Among the restrictions still on the 
books in some states are laws that 
prohibit payment of pensions, bonuses, 
deferred compensation and also the 
use of stock option plans. The legisla- 
tion governing these pay plans 
stemmed from recommendations 
drafted more than 50 years ago for 
regulating the life insurance industry. 


Attitudes 50 Years Ago 


Tracing the history of the restrictive 
statutes, Mr. Cavanaugh stated that at 
the time the proposals were advanced, 
“nearly two-thirds of the states re- 
jected the idea of interfering with the 
reasonable discretion of company 
management in the matter of compen- 
sation plans for their employes.” 

“Seven of the original states which 
adopted the laws now have repealed 
all of the restrictive legislation. One 
state has not changed its statute since 
it was enacted 50 years ago. Conse- 
quently, salaried employes of domestic 
life insurance companies in that state 
cannot even be paid pensions on 
retirement, if the pensions are to 
extend over a longer period than five 
years. 

“In the laws of the 10 other states 
which still retain some residue of the 
original statutes you will see pay 
restrictions which seem equally 
strange and out-of-place in the pres- 
ent-day business world.” 

The report suggested that the statu- 
tory restrictions are a major factor in 
explaining why insurance companies 
have not made more use of the modern 
pay plans adopted by other industries. 


Companies’ Hands Are Tied 

“Life insurance companies, in states 
where they are handicapped by these 
testrictive statutes—and this includes 
many of the older and larger life 
insurance companies—of course have 
their hands tied. And since there is a 
tendency toward similarity in compen- 
sation arrangements among companies 
of comparable size within a particular 
industry it is not surprising to find 
that so many life insurance companies 
In other states have continued to 
follow the old-fashioned styles in pay 
patterns forced by law upon the 
companies in the restricted states,” Mr. 
Cavanaugh said. 
_ Furthermore, the fact that a par- 
ticular Compensation plan has been 
declared by statute to be against the 
Public policy of certain states may 
well cause management of companies 
in other states to be reluctant to be 
among the first to experiment with 


give assurance that there are no 
insurmountable legal obstacles. Life 
insurance companies in all states are 
ever conscious of the fact that they 
must be prepared to justify their 
compensation practices to governmen- 
tal authorities, the general public to 
their own policyholders, shareholders 
and employes, in terms of logical 
policies that are consistent with the 
public interest. 


Long Shadows Are Cast 


“Consequently when even a few 
states of commercial importance have 
by law declared that certain compen- 
sation practices are inconsistent with 
the public interest in those states such 
laws, however unsound they may be, 
are likely to cast extremely long 
shadows —shadows that extend to the 
minds of men in many other states. 

“If our life insurance companies are 
to make any real progress in develop- 
ing competitive employment practices 
—practices which will be effective 
instruments for recruiting, holding and 
appropriately motivating the manage- 
ment talent required by their business 
—it is essential that these statutory 
impediments be removed. Their re- 
moval would do more to stimulate con- 
structive thought and action in this 
area than almost anything that can 
be imagined. 

“There may be some who have the 
idea that if these compensation 
restrictions in the state insurance 
laws were repealed the repeal might 
be construed as unbridled sanction for 
fantastic salaries and other unrealistic 
compensation schemes. If anyone does 
have that idea, it is unwarranted. Such 
a mistaken impression could only come 
about through crediting these restric- 
tions in the insurance statutes with an 
exaggerated degree of importance in 
the control of unsound employment 
practices. It overlooks other more 
practical and more effective checks 
and controls which presently exist, 
and which would continue to exist, 
even if the statutes in question were 
to be repealed. 

“Actually, if these restrictive pro- 
visions in the insurance laws of a few 
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Insurance in Force over $400,000,000 


INVESTIGATE THE OPPORTUNITY 


For some strange reason today we all look for opportunity—when actually 
opportunity is standing right in front of us. This is especially true in the life 
insurance business when an Agent or a General Agent is associated with a com- 
pany which has bound itself to stretch out in front of all others. A man with an 
eye for opportunity and future security looks for a company like Western Life 
which is alert to future problems—which thinks in terms of security for the 
Agent and of the future welfare of the Agent. There is no need to look for 
opportunity when it is standing in front of you. Some openings for General and 
Associate General Agents are still available—your manager’s recommendation 
will help. Write or wire: Western Life Insurance Company, Western Life Build- 
ing, Helena, Montana. 
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states were the only check on the 
employment practices of life insurance 
companies, cne would not have to 


strain his imagination to picture a 
number of unsound employment 
schemes, including the payment of 


unreasonable salaries, that would not 
be covered by such statutes. 

“On the other hand, one can also 
think of a number of perfectly sound 
and reasonable employment arrange- 
ments that are prohibited or unduly 
restricted by some of these statutes. 
This includes incentive bonuses de- 
signed to spur performance and to 
provide no more than reasonable re- 
wards for services rendered. It also 
includes deferred pay agreements, 


profit-sharing plans, thrift plans and 
stock option plans, if a stock option 
plan may be considered as a compen- 
sation plan. 

“Generally, each of these plans is 
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just as economical from the standpoint 
of cost to the company and just as 
reasonable from the standpoint of 
compensation to the individual as 
though the amount put into the plan 
by the company for the individual’s 
benefit had been included in his cur- 
rent salary. Why, then, should the 
state attempt to interfere with the use 
of such plans? Such interference, as 
contained in present statutes, is of 
little if any value as a deterrent to 
unsound practices. It serves only to 
hamper those who should be free to 
apply to the manpower problems of 
the life insurance business the same 
ingenuity and the same adaptability 
to changing conditions that they have 
applied in meeting other needs of the 
business. 

“If statutory controls are to be 
credited in any way with the fact that 
life insurance companies have, on the 
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Perfect Convention Site— 
Florida’s Most Complete Resort! 


HOTEL and CLUB 
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known, plan it now at Boca Raton! 
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whole, been reasonably free from 
criticism about their employment and 
pay practices since the Armstrong 
investigation, I believe it will be 
found that credit must be given not 
to these restrictive statutes in force 
in a few states but to the publicity 
regulations of all the states. 

“Publicity, rather than regulation of 
details, was what Mr. Charles Evans 
Hughes suggested as an effective con- 
trol. He wrote in the Armstrong report 
that it would be ‘utterly impractical to 
attempt to prescribe details in regard 
to expenditures of insurance compan- 
ies.’ He also said that ‘the legislature 
should aim to permit freedom of 
management subject to general re- 
gulations and complete publicity.’ 

“Actually, if Mr. Hughes’ publicity 
requirements had been in effect prior 
to the Armstrong investigation it is 
probable that most of the abuses 
disclosed would not have taken place. 
There never would have been any 
reason in the first place for the state 
legislatures to attempt to regulate the 
details of life insurance company pay 
practices. 


State Departments Have Power 


“Under 
the state 


the present insurance laws 
insurance departments do 
have the power to require that life 
insurance companies give adequate 
information in their annual statements 
about their compensation practices. 
Given such publicity their practices 
will be judged in the court of public 
opinion by a jury composed of super- 
visory officials, policyholders, stock- 
holders, competitors, the general pub- 
lic and even internal revenue agents. 

“The prospect of such a trial is the 
best possible deterrent to those who 
may be tempted to abuse their posi- 
tions in management. That apparently 
is the conclusion of those who drafted 
and of those who have been charged 
with the responsibility of keeping up 
to date the securities exchange act— 
the most far-reaching piece of legisla- 
tion ever adopted in this country to 
protect those who invest in publicly 
owned enterprises. 

“If experience has proven that 
compulsory publicity, rather than 
attempted regulation of details, is the 
answer in the case of all the great 
industries of this country whose 
securities are regulated by the secur- 
ities exchange act, why shouldn’t that 
experience be applied to the life 
insurance business?” 


Tax Committee Adopts 


Statement On Hearings 
(CONTINUED FROM PAGE 1) 
request of government for assistance 

and information. 

2. To offer itself as a vehicle through 
which the several presentations of 
testimony at the November hearings 
may be coordinated, thereby assuring 
a full and orderly body of testimony 
which will reflect credit upon the busi- 
ness and be in the public interest. 

3. To develop and to study bills on 
both major approaches, so that the 
committee may express its opinion re- 
lative to them, and to give prompt and 
earnest consideration through a new 
subcommittee to the development of 
a solution or compromise measure de- 
signed to be acceptable to a substantial 
section of the business and the govern- 
ment. 

4. To make clear at all times to the 
authorities that committee cooperation 
and efforts do not constitute support 
by the business of any of the several 
plans under consideration until such 
time as formal approval by the busi- 
ness has been authorized. 
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Leavey Heads ALC 
Legal Section; 
Ackerman Secretary 


H. Harold Leavey, vice-president, 
general counsel and secretary of Cajj. 
fornia-Western States Life, was electeq 
chairman of the Legal Section during 
the American Life Convention meeting 
in Chicago. Mr. Leavey, who has been 
secretary of the section for the pag 
year, succeeds Dudley Porter Jr., vice. 
president and general counsel of Provyj. 
dent Life & Accident. 

The new secretary is James Acker. 
man, general counsel of Bankers Life 
of Nebraska. 


Operate ALC Press Room 


The press room of American Life 
Convention, in charge of Public Rela- 
tions Director James Russell, provides 
both full texts and summaries of near- 
ly all the speeches and reports for the 
ALC annual meeting at the Edgewater 
Beach hotel in Chicago. Assisting again 
in getting out the releases is Milton 
Amsel of the Institute of Life Insur- 
ance publicity staff. 


Hotel Remodeling Noted 


This meeting of American Life Con- 
vention is the first it has held at its 
traditional meeting place since the 
Edgewater Beach hotel underwent an 
extensive remodeling job. One result 
has been to provide more individual 
bedrooms through the converting of 
some of the former suites. Included in 
the program was a new and different 
system of drapes for the ballroom. 
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Spahn Combination 
Section Head; Owen 
Elected Secretary 


Glen J. Spahn, 2nd vice-president of 
Metropolitan Life, was elected chair- 
man of the Combination Companies 
Section of American Life Convention 
at the annual meeting in Chicago. He 
has been secretary for the past year. 
He succeeds Rufus E. Fort Jr., vice- 
president of National Life & Accident 
in charge of field research planning 
and development. 








THINK... 


WHY are you paid the same 

commission as the lowest pro- 

ducers in your agency when you 
are consistently a top producer? 


WHY do so few companies 
vest renewal commissions? 

WHY do you receive little con- 
tinuing reward for attracting 
good producers to your agency? 
sions for low lapses the same 


as paid to other representatives 
for high lapses? 


WHY is your renewal commis- 
sion schedule so low if persis- 
tency is so vitally important? 
WHY are smaller renewal com- 
missions paid over a long period 
of time instead of larger com- 
missions paid over a short period? 


0 WHY are your renewal commis- 





WHY has the Accident and 
Health Division of All Ameri- 
can Life & Casualty Company 
enjoyed the most spectacular growth 
in the business? From the standpoint 
of premium income, All American 


now ranks among the top 125 com- 
panies. 


WHY is All American Life & 
Casualty Company, having 
Started writing Life Insurance 


in July, 1956, already producing ap 
proximately one million a week? 


If you want straightforward answers to 
all of these questions . . . write— 


E. E. BALLARD, President, 


ALL AMERICAN 
hie é Casually 


ie aller-Yere) Company 


General Offices: All American Building 
PARK RIDGE, ILLINOIS 
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The new secretary is W. Sheffield 
Owen, vice-president of Life of Geor- 
gia in charge of business development. 

Speaker at the luncheon session of 
the section was Frank B. Maher, vice- 
president in charge of district agencies 
of John Hancock. Mr. Maher explained 
why weekly premium business will 
continue to be a big factor in life in- 
surance. 


Hearing On Mental Illness 
Coverage Scheduled By New 
York Legislative Group 


A second hearing to further explore 
the problem of mental illness coverage 
in A&S plans has been scheduled for 
Nov. 13 by the New York joint legis- 
lative committee on health insurance 
plans, headed by Sen. Metcalf. The 
hearing will be held in hearing room 
Number 1 at the Buffalo State office 
building, Buffalo. 


Was Impressed By Testimony 


In a letter to A&S companies and 
other interested parties, Gerald Blank, 
associate consultant, said that the com- 
mittee was impressed at its hearing last 
June in Syracuse by testimony from 
a variety of sources as to the urgent 
necessity for including mental illness 
coverage in A&sS plans. 

Mr. Blank also said that the com- 
mittee, at the new hearing, will wel- 
come, “views on the problem general- 
ly, along with opinions as to whether 
it may be ameliorated through persua- 
sion or, if this seems to be unlikely, 
any suggestions as to how legislation 
might help achieve a solution.” 


New Pa. License Procedure 


Commissioner Smith, of Pennsyl- 
vania has approved, as a result of stud- 
ies, extensive changes in procedure 
that will expedite renewing of agents’ 
licenses. 

Hereafter, the department will sub- 
mit to each company a master list of 
agents for verification. Upon return 
of the lists, the agents listed will be 
automatically licensed for an addition- 
al year. 


Dallas Agents Honor LUTC Grads 

Dallas Assn. of Life Underwriters 
paid tribute to 108 agents who com- 
pleted parts I and II of LUTC and 
the accident and sickness course and 
21 graduates of LUTC at its first fall 
meeting. Al Dillon, educational direc- 
tor of Fidelity Union Life, as principal 
speaker of the meeting, discussed the 
importance of adequate training for 
life agents who expect to succeed in 
their careers. The Dallas association 
also selected Orville M. Ericksen, John 
Hancock, as national committeeman. 
Mr. Ericksen is presently president of 
Dallas General Agents & Managers 
Club. 


Mich. Managers Hold Conference 

The modern insurance trend is to 
learn an individual’s real needs and 
them shape a package to fit them, 
Donald A. Barnes, vice-president of 
Institute of Life Insurance, told some 
75 life agency managers at their annu- 
al meeting at East Lansing, Mich. 
Other speakers included two former 
all-American football stars, Francis 
(Pug) Lund, formerly of University of 
Minnesota and now with New England 
Life, and Everett (Sonny) Grandelius, 
Michigan State and New York Giant 
halfback and present backfield coach 
at Michigan State. 


Wall Chairman Of 
ALC Agency Section; 
Beesley Secretary 


A.E. Wall, vice-president of Confed- 
eration Life in charge of agencies, was 
advanced from secretary to chairman 
of the Agency Section at the annual 
meeting of American Life Convention 
at Chicago. He succeeds Jack D. Mc- 
Spadden, vice-president of Liberty 
National Life. 

The new secretary of the Agency 
Section is Joseph L. Beesley, senior 
vice-president of Equitable Society. 


Milwaukee Life Assn. Meets 

Past presidents and LUTC award 
day was observed by Milwaukee Assn. 
of Life Underwriters at its September 
luncheon. Speaker was Harold J. Cum- 
mings, president of Minnesota Mutual 
Life. Members who completed parts 
I and II of the LUTC course were 
presented with certificates and cita- 
tions. Plans were announced for new 
classes to start the last week in 
October. The association is cooperating 
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with Marquette University, where part 
I CLU classes started Sept. 19, and 
with the University of Wisconsin- 
Milwaukee, where part III classes 
started on the same date. 


McCahan Lecture Featured 

The David McCahan lecture, spon- 
sored jointly by the David McCahan 
Foundation, American Life Conven- 
tion and Chicago CLU chapter, was 
given at the Edgewater Beach hotel 
during the annual meeting of ALC 
there. It was given by William F. 
Ogburn, sociologist, with a response 
by President Holgar J. Johnson of In- 
stitute of Life Insurance. 


ASB Host At ALC Party 


American Service Bureau, the in- 
spection affiliate of American Life 
Convention, was host at its traditional 
cocktail party during the ALC annual 
meeting at Chicago. President Lee 
Parker of ASB, who is also adminis- 
trative vice-president and treasurer 
of ALC, welcomed the guests, as did 
Mrs. Parker and various ASB execu- 
tives and their wives. 








Methuselah lived 
969 years... 


...and under Occidental’s new GH-2 plan he could have 
had hospital coverage for every minute of it. (And with 
proper coverage, he might still be around.) 


Just look at the protection he would have had: Renewable 








for life at his option .. . No premium change except on a 
class basis . . . Lower cost, thanks to the $50 deductible 
clause .. . As much as $20 per day hospital protection 
. «And many other benefits. 


But the most important benefit would have been Peace 
of Mind — knowing that he had a hospital plan guaran- 
teed renewable. (Even after he reached 65 he could have 
renewed it 904 years!) 


Your clients may not live as long as Methuselah but they 
should know about our GH-2 plan — just in case. 





We pay Lifetime Renewals... they last as long as you do! 
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Urges ALC Policy Against Inflation 


(CONTINUED FROM PAGE 33) 


respect to the work of the joint and 
standing committees. 

“The reported function of the joint 
committees is to make policy recom- 
mendations to the governing bodies 
ot the parent organizations, and in 
some instances to give advisory direc- 
tions to the staffs as to procedure 
within the framework of established 
policy,” he observed. 


Have Excellent Record 


“Altogether these committees have 
a record of excellent accomplishment, 
but it is increasingly in the area of 
definitive action rather in that of rec- 
ommending policy. More and more of 
the work of the convention is done in 
the joint committees, with members 
selected jointly and not specifically 
representing either parent organiza- 
tion, and less and.less in the executive 
committee and in the standing com- 
mittees. 


“A re-examination in this regard 
would appear to be timely, and if the 
present procedure is what is desired 
then it would appear that there should 
be a facing up to the realities of the 
situation, with abolishment of those 
standing committees of the convention 
that are no longer required and on 
which membership has become rather 
meaningless. 

“Meanwhile, it is suggested that the 
governing bodies give consideration to 
the establishment of some new pro- 
cedure that will preclude joint com- 
mittees from taking any action on a 
matter of policy other than that of 
recommendation, or of reporting any 
such action taken to other than gov- 
erning bodies.” 

Mr. Stewart said the same proce- 
dure could very well include a provi- 
sion for prompt referral to the govern- 
ing bodies of controversial questions 
that are not brought to a vote within 
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The Substandard Risk— 
Hidden Profit Opportunity? 


Many life companies seem to shy away from 
substandard risks. Yet these risks can prove profitable, 
if they can be safely covered. And they are most 

likely to become valuable “‘good will ambassadors” 
for the company that insures them. 


Because North American is in life reinsurance 

exclusively, we are constantly exposed to impaired risks 

in large numbers and wide degree. This fact has 

produced experience in substandard risk underwriting 
which can prove invaluable to the life company with a 
borderline case on its hands. North American’s position in 
evaluating substandard business is this strong— 

we will reinsure cases rated up to 500% on an automatic 
basis and cases rated up to 1000% on a facultative basis. 


Services of this caliber lead more and more 
life companies to reinsure with TTF 


To find out more about our services, and 
what they might accomplish for your com- 
pany, just write for your free copy of our ye 
booklet, “Reinsurance Exclusively”. rj 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
ACCIDENT & SICKNESS e 
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a reasonable period, or resolved by a 
reasonable majority, except when 
emergency action is required. The 
governing bodies could then determine 
promptly whether any such question 
should be referred to the membership 
for consideration. 


Would Avoid Thin Majorities 


“This should help to preserve the 
advantages of the joint committees 
and at the same time avoid committee 
action by rather evenly divided opin- 
ions that may not represent the think- 
ing of a substantial majority of mem- 
ber companies,” he said. “It may also 
help to prevent a deepening of the 
cleavage in divided opinion to the 
point where it becomes irreparable.” 

Discussing “the need to add to and 
encourage the growth and develop- 
ment of the well qualified staff per- 
sonnel of the convention, Mr. Stewart 
said: “The same thinking that recog- 
nizes this need within our companies 
should be applied here. There should 
be ample opportunity to progress, to 
gain recognition for achievement, and 
to earn added monetary rewards. The 
executive vice-president is ever con- 
cerned in this regard and his efforts 
in this direction deserve the utmost 
encouragement and support.” 
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Adams Says New Sale; 
Record Very Probable 


(CONTINUED FROM PAGE 33) 
general firming of interest rate,” he 
said. Since the cost of insurance j, 
affected so importantly by its Margin 
of investment earnings, the marke 
trends outlined will have an appreg. 
able effect on our operations. 

“However, the turnover of life jp. 
surance investment portfolios is neces. 
sary gradual, and temporary fluctua. 
tions in money rates do not have the 
full immediate effect upon life ingyy. 
ance that they do in the case of finan. 
cial institutions which are primarily 
in the short-term loan market. 


Confidence But Not Complacence 


“All in all, it would seem that the 
institution of life insurance is in q 
very sound condition. It is operating 
economically, efficiently and _ profit. 
ably. Its strength if beyond cavil. New 
and modern marketing methods which 
have been introduced in recent years 
show that it is not static and sale 
results reflect a dynamic power which 
is encouraging. We have every reason 
for confidence. However, there is no 
justification for complacence. Our 
Our achievements are significant—the 
obvious.” 





DO 


1. Two quality products: Monarch 
men can offer every prospect com- 
plete protection—non-cancellable, 
guaranteed premium rate health 
and accident, and participating 
personal and business life. Result: 
quality policies for all of the 
prospect's needs! 


2. Intensive sales training: Mon- 
arch men are trained at our Home 
Office Training School, followed 
up by agency training meetings, 
correspondence courses and ad- 
vanced training school sessions. 
Result: the training necessary to 
do the job! 

3. Practical financing: Monarch 
men enjoy the benefits of an in- 
centive bonus plan for their first 
two years, which provides income 
to a_ satisfactory “level. Result: 
establishment in business without 
indebtedness! 


LIFE 








GET FURTHER FASTER | © 


... here are five main reasons 


NOW AFFILIATED WITH SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 
AND NEW ENGLAND INSURANCE COMPANY 
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4. Group sales: Monarch men can 
offer group insurance as well as 
ersonal insurance—dgroup disa- 
ility income, group hospitaliza- 
tion, and group life. Result: no 
missed sales opportunities! 


5. Management opportunities: 
Monarch men only are chosen as 
our agency supervisors, training 
school instructors, general agents 
and Home Office agency execu- 
tives— without exception. Result: 
a management training program 
that is working! 
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Want more details on why l 
| Monarch men get further 
faster? 
Write to our Dept. PR-9. | 
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CLU Teachers To Go 
Over Study Methods 


At Eastern Meetings 


What study methods should a CLU 
candidate employ in order to get the 
most out of his preparation for the 
objective questions that will be a part 
of the 1959 CLU examinations? This 
and related questions will be thor- 
oughly gone over when CLU teachers 
from eastern cities meet at a series 
of conferences to be held by American 
College in October and November. 

The conferences are scheduled for 
the following cities and dates: Cincin- 
nati, Oct. 9-10; Pittsburgh, Oct. 16-17; 
Washington, D.C., Oct. 23-24; New 
York, Oct. 27-28; Boston, Oct. 30-31, 
and Chattanooga, Nov. 6-7. 

As the college recently announced, 
the new CLU examinations will con- 
sist of an hour and three-quarters of 
multiple-choice, objective questions 
and two hours of written essays or 
discussion questions. All previous 
examinations since the college was 
founded in 1927 have been made up of 
essay questions only. 

Other subjects to be studied at the 
teachers conferences will be how to 
prevent students from becoming dis- 
interested and dropping out of classes, 
the CLU educational philosophy and 
the class program found most effective 
by various teachers. 

Jack C. Keir, recently appointed 
assistant dean of the college, is in 
charge of the conferences. 

Shenandoah Life’s sales in Septem- 
ber totaled $2,854,420, a 55% gain over 
the same month last year, and produc- 
tion of $22,092,866 during the first 
eight months was up 26%. 


LIFE INSURANCE EDITION 


Moreen Is Aetna V-P; 
Slimmon To Retire 


Aetna Life group has elected How- 
ard A. Moreen vice-president and 
secretary. James B. Slimmon, senior 
vice-president and secretary, is retir- 
ing after 40 years with the group. 

Mr. Moreen joined the company in 
1936 and was manager of several group 
field offices before going to the home 
office in 1946. He was _ successively 
superintendent, assistant secretary, 
secretary, assistant vice-president and 
vice-president of the group division. 
He was named assistant corporate 
secretary last year. He is a past chair- 
man of health insurance council. 

Mr. Slimmon has been corporate sec- 
retary for 33 years. He became vice- 
president in 1938 and attained his 
present post in 1957. He is a former 
president and director of Life Office 
Management Assn. 


Life Agency Cashiers Assn. 


Of Detroit Elects Officers 


Life Agency Cashiers Assn. of De- 
troit has elected the following officers: 
Marion S. Mayday, Fidelity Mutual, 
president; John J. Reeves, Manufac- 
turers Life, vice-president; Lillias 
Pate, New England Life, secretary; 
Stanley J. Hirlehey, Manufacturers 
Life, treasurer. 


Provident Mutual Sales Gain 22% 
In August, 21% In Eight Months 

Provident Mutual’s individual life 
production in August showed an in- 
crease of 22% over the same month 
last year, and a gain of 21% for the 
first eight months over the same 
period in 1957. Individual A&S 
increased 74%. 
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Thanks to sound, but more 
liberal underwriting methods, 
many more people can now 
be insured by Jefferson 
Standard. A _ sales— service 
point that means extra com- 
mission dollars for Jefferson 
Standard agents. 


efferson 


LIFE INSURANCE COMPANY 
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Represents The 
Jefferson Standard 


\tandard 


Home Office: Greensboro, N.C. 
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Colonial Goes To Graded Premiums 


(CONTINUED FROM PAGE 2) 


joint and survivor option a joint and 
two-thirds option is provided. 

New plans with $3,000,000 minimum 
amounts were introduced for life paid- 
up at 65, 10-payment life, 15-payment 
life, 25-payment life, five-year renew- 
able and convertible term, term to 65, 
and the guaranteed insurability rider. 
The latter, which is new, gives the in- 
sured the option to buy more insur- 
ance at various dates without evi- 
dence of insurability, the dates being 
the policy anniversaries nearest the 
25th, 28th, 31st, 34th, 37th, and 40th 
birthdays. : 

A pre-authorized check plan pro- 
vides for paying premiums monthly at 
a rate of one-sixth the semi-annual 
rate. 

A group plan for 20-24 employes 
provides benefits in scheduled and 
flat amounts. Around-the-clock acci- 


dental death and dismemberment ben- 
efits equal the life insurance benefits. 
The loss of time benefit is $35 weekly 
for accident or sickness for a maxi- 
mum of 26 weeks. Hospital surgical 
and medical coverage for employes 
and dependents are payable up to $2,- 
000, with a $320 surgical schedule and 
in-hospital medical benefits up to $4 
daily for in-hospital doctor’s calls. Ma- 
ternity benefits are included. 

The whole life policy now is avail- 
able from age zero to 70 and 30-year 
endowment and endowments to age 
60 and 65 will be issued down to age 
zero. A rate reduction in almost all 
disability waiver of premiums was al- 
so announced. 

Guest speaker at the convention 
was Managing Director Lester O. 
Shriver of National Assn. of Life Un- 
derwriters. 








Stumbling Blocks-- 
or Stepping Stones ? 


SOMETIMES IT’S HARD TO TELL THE DIFFERENCE. 


Ever take a cold, objective view of 
the plans you offer prospects . 


the commissions involved . . . the sales 
aids you employ? Check ANICO’S 
“Agent-First” Policy. It has resulted 
in a fabulous growth of insurance 

in force and has pyramided commissions. 


COMMISSIONS 





e Family Policy. 

¢ $10,000 minimum special. 

© $25,000 minimum special. 

¢ Life with Family Income 
to age 65. 

e Income Conversion Rider. 

e Annuities. 





ANICO SALES LEADERS 


¢ All forms of A&H. 
© Complete line of 
mortgage protection. 
© Pre-Authorized Check plan. 
© Gtd. Issue on Pension and 
Profit-Sharing plans. 
¢ Family Income Term Policy. 











OVER 4 BILLIONS OF INSURANCE IN FORCE 


Openings everywhere in territory for 
REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experience will receive 
prompt attention and answer. For information address: 
COORDINATOR OF SALES 


AMERICAN NATIONAL 


INSURANCE Co. 


GALVESTON, TEXAS 
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HeNATIONAL UNDERWRITER 


Discusses Need For Actuarial Standards 


(CONTINUED FROM PAGE 1) 


some of whom are not trained actu- 
aries. 

“Many firms have been formed to 
advise clients with respect to these 
plans and some list themselves as ac- 
tuaries,” he said. “A number of these 
firms are well staffed with experi- 
enced actuaries, but others are not. 
How is an uninformed client to know 
whether he is obtaining the services 
of a qualified actuary?” 

The new federal welfare and pen- 
sion plan disclosure act brings the 
question into sharp focus, Mr. Rood 
indicated, as it requires the filing of 
actuarial reports of liabilities but does 
not provide by whom these reports 
are to be prepared or filed. 

Comparing the procedures in other 
professions, such as medical, legal and 
accountancy, four alternative plans 
for meeting the situation were sug- 
gested for consideration by Mr. Rood. 

1. Qualification by membership in a 
professional body recognized by stat- 
ute. 


AMERICA'S 
INFORMAL 
BUSINESS 

CAPITAL 


2. Qualification on the basis of edu- 
cation and experience. 

3. Qualification on 
amination given by 
authority. 

4. Qualification on the basis of ex- 
amination given by a governmental 
authority, but with examination set 
and graded by a recognized profes- 
sional body. 


Might Be ‘Affiliated’ 


The first plan is in use now in Can- 
ada and Great Britain, he said. If 
adopted in the United States, consid- 
eration should be given to those now 
working in this field who have be- 
come qualified specialists but are not 
members of a professional body such 
as Society of Actuaries. Possibly they 
should be admitted to the society as 
“affiliated members.” 

Mr. Rood pointed out that the fourth 
plan is similar to the plan in use by 
certified public accountants. This per- 
mits the maintenance of uniform high 
standards throughout the country. 


the basis of ex- 
a governmental 


THE 








AMERICA’S 


YOURS FREE The Greenbrier Convention Story 


Send today for your copy of this beautifully illustrated, 32-page brochure which 
gives you complete information on all the facilities of The Greenbrier. Write 
direct to Charles L. Norvell, Director of Sales. Information is also available at 
New York, 17 East 45th Street, 


The Greenbrier’s reservation offices at: 
MU 2-4300; Boston, 73 Tremont Street, 
LA 3-4497; Chicago, 77 West Washington 
Street, RA 6-0624; Washington, D.C., 
Investment Building, RE 7-2642. 


WHITE SULPHUR SPRINGS - 


INFORMAL BUSINESS CAPITAL 
. . . this is the reputation earned by The Greenbrier 
through its many generations of serving the every need 
of the nation’s executives, business-wise as well as vaca- 
tion-wise. At The Greenbrier you'll find all you could 
wish for and more in modern group accommodations 
for as many as 1,000. For example, the newly con- 
structed, air-conditioned West Wing features an audi- 
torium with a 42 foot stage, the latest sound and pro- 
jection equipment, splendid banquet arrangements and 
a theatre with CinemaScope screen. In addition, The 
Greenbrier provides unsurpassed sport facilities, extraor- 
dinary service, wonderful dining and luxurious comfort. 





SPECIAL WINTER RATES 
Effective December 1, 1958 to 
February 28, 1959. 


$23 PER DAY, PER PERSON, 
SINGLE 


$21 PER DAY, PER PERSON, 
DOUBLE 
Rates Include: a spacious, lux- 
urious room, and The Green- 
brier’s traditionally fine meals. 
PLUS: golf course green fees 
(playable much of the winter) 
—swimming in magnificent in- 
door pool—membership in the 
Old White Club—and gratuities 
to service personnel. 


THE 





WEST VIRGINIA 





Whatever plan is eventually pro- 
posed, said Mr. Rood, “we must con- 
vince bankers, employers, government 
agencies, and union leaders that they 
should seek actuarial advice from 
qualified actuaries only, and we must 
be able to help them select those who 
are qualified.” 


Surgery Costs Up 


Material increases have been shown 
in both the frequency and cost of sur- 
gery in the past decade, according to 
a new survey of group surgical insur- 
ance claims made by Society of Ac- 
tuaries and reported to the annual 
meeting in a paper presented by Mor- 
ton D. Miller, 2nd vice-president and 
associate actuary of Equitable Society. 

First written by insurance compa- 
nies about 1936, group surgical expense 
insurance at the start of this year 
covered 50 million persons through 
some 200 companies, according to Mr. 
Miller. Insurance of all types for doc- 
tor’s charges for surgical and obstet- 
rical procedures covers about 109 mil- 
lion persons in the United States. 

The survey, made in 1957, covered 
more than 150,000 claims, selected on 
a sampling basis from the files of 10 
life companies which underwrite 
two-thirds of group surgical expense 
insurance in the United States. Com- 
parisons were made, where possible, 
with a similar survey made in 1947. 


Increase Is Striking 


“The striking increase in the fre- 
quencies of surgical claims which has 
taken place since 1947 is apparent,” 
Mr. Miller said, pointing out that 
among the factors contributing to the 
increase are increased knowledge of 
the nature of surgical expense insur- 
ance and the availability of its bene- 
fits, broadened coverage in the policies 
themselves and improvement in sur- 
gery and the development of new sur- 
gical techniques. 

Marked increases in relative fre- 
quency have occurred with respect to 
benign tumors, cysts, skin suturing 
and endoscopy, accounted for in part, 
according to Mr. Miller, by the in- 
creasing attention given to cancer pre- 
vention and to diagnosis. Heart opera- 
tions are an entirely new development 
since the 1947 study. 

On the other hand, substantial re- 
ductions have been shown since 1947 
in tonsillectomies, appendectomies and 
hysterectomies. 


Multiple Surgery’s Effect 


The important role of multiple sur- 
gical procedures, with two or more 
operations performed at one time, is 
indicated by the fact that 12% of the 
number of claims and 27% of the total 
benefits paid were for multiple pro- 
cedures. 

Mr. Miller said that the new survey 
shows the growing importance of sur- 
gical claims for other than bed pa- 
tients in hospitals. The 1957 survey 
shows 42.9% of the claims for out- 
patients and _ out-of-hospital cases, 
compared with 18% in the 1947 study. 
Dependent wives showed the largest 
proportion of bed-patient claims in 
1957, with 67.6%, compared with 49.3% 
for male employes. The chief out- 
of-hospital claims came from skin su- 
turing, superficial beriign tumors, and 
sebaceous cysts, dislocations and frac- 
tures, 81% of these procedures being 
performed on an out-patient or out-of- 
hospital basis. 

Obstetrical claims showed 87.5% 
normal deliveries and 8.1% miscar- 
riages in the 1957 study, compared 
with 90.5% normal and 5.3% mis- 
carriages in the previous study. 


Surgical charges were up 26% in 
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the 10-year period covered, according 
to Mr. Miller’s report. Highest charge; 
in the more recent report were found 
in Pacific Coast states, where the ob. 
stetrical charges were 40% over the 
national average and non-obstetrical 
were 21% over-average. California 
reported the highest average amon 
all ctates. 46% over-average for ob- 
stetrical and 24% for non-obstetrical, 
Middle Atlantic States were second, 
12% ard 8% above the U. S. aver. 
age for the two categories respectively, 

New York City led the list of cities 
in surgical charges. 54% over the ay- 
erage for obstetrical and 48% for non- 
obstetrical. but Los Angeles, San 
Francisco, Seattle, Washington, D. C, 
and Chicago were very close. 

The charges in cities as a whole for 
non-obstetrical cases were 20% above 
those in non-urban ?reas in the same 
states; for obstetrical cases 26%. 
Little Variation By Area 

There apvears to be little variation 
bv geographical area in the relation- 
ship between doctors’ charges for dif- 
ferent surgical procedures. 

Analyzing the claims by age, the 
studv shows that the most compli 
cated surgery for males occurs at 
ages over 50 and the severity in- 
creases rapidly after that. Among 
adult females, operations tend to de- 
crease in seriousness for several years 
following the child-bearing ages and 
afterwards increase but slightly. 

From the data available in the new 
study, a new schedule of relative sur- 
gical charges for various procedures 
was evolved. The _ schedule ranges 
from one unit for minor surgical pro- 
cedures to 40 units for tonsillectomies, 
110 units for appendectomies, 200 
units for cataract operations and 300 
units for the most complex operations 
The schedule rates several hundred 
svecific surgical procedures. 


Kansas Citv Life Sets 
President's Month Record 


Kansas City Life made new records 
in its August sales campaign honor 
President W. E. Bixby. A_ one-da! 
record was set Aug. 31 with sales 
$8,226,083, largest written volume for 
one-day in the company’s history. 4 
new record for number of applications 
written in one month was also set i 
August, with 6,056 applications tf 
ceived from 989 agents. 


Fox River Valley Life Underwriter 
Assn. held its first fall meeting in 
Neenah, Wis. Certificates were give 
to qualifiers for the Million Dolla 
Round Table, national quality awards 
and LUTC. . 
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LIFE INSURANCE EDITION 


taxes Are Spotlighted At ALC Annual 


(CONTINUED FROM PAGE 37) 


dividend problem more acute. 

“17, The ways and means staff were 
much interested in a possible limita- 
tion on the deductibility of policyhold- 
er dividends as the solution to the 
competitive problem. 

“18. The ways and means staff raised 
the same question as to the so-called 
pank treatment on capital gains and 
Josses as did the Treasury. 

«19, At first the ways and means 
staff seemed to be completely opposed 
to the floor provision of the investment 
income subcommittee proposal, on the 
ground that it did not include surplus 
puildup. However, later in the discus- 
sions there seemed to be indication of 
more inclination to study it further. 

“90, Out of the ways and means 
staff discussion emerged some 14 
areas in which the ways and means 
staff would like to have the industry 
produce more information and justifi- 
cation.” 

Mr. Davis said one interesting, and 
indeed startling, suggestion was made 
poth by the Treasury and the ways 
and means staff: Could the competi- 
tive problem be solved by a provision 
that would allow stock companies to 
deduct all disbursed stockholders divi- 
dends in computing taxable income? 
This suggestion was explained as be- 
ing based on the proposition that the 
present approach was directed toward 
fixing the tax base of mutual compa- 
nies on the basis of retained earnings, 
and hence the same principle might 
possibly be applied to stock companies. 
The life organizations’ subcommittee 
was so surprised at this suggestion 


that it did not express itself one way 
or the other on this proposal, other 
than to question its political accepta- 
bility, said Mr. Davis. 

Through all of these discussions it 
was clearly and plainly stated to the 
Treasury department and the ways 
and means staff that a majority of the 
joint tax committee and a large ma- 
jority of the member.companies were 
opposed to a total income approach. 


New Proposal Developed 


During the past week a new propos- 
al was developed, which was present- 
ed to the joint tax committee at its 
meeting in Chicago. Under this new 
proposal an aggregate tax for the en- 
tire industry would be computed on 
an adjusted total income basis but the 
distribution of such aggregate tax 
among companies would be on an 
excise tax applicable to both premiums 
and investment income. 

After protracted consideration the 
joint tax committee authorized the ap- 
pointment of a subcommittee to ex- 
plore and develop further this new 
concept. 

During his report, Mr. Davis called 
on Louis R. Menagh, executive vice- 
president of Prudential, and Walter O. 
Menge, president of Lincoln National, 
to describe the total income and in- 
vestment income approaches, respec- 
tively. 

The annual convention opened Mon- 
day with the Legal Section meeting 
in the afternoon. The section met 
again Tuesday morning and afternoon. 
The Legal Section sponsored the Tues- 








—for men with vision . . . going places! 


For men with their eyes fixed on the 
stars of achievement . . . American Trav- 
elers’ Life presents a challenge—and 
such rewards as 


Prestige; American Travelers’, 
backed by a depth of experience in life 
underwriting—is a company you'll take 
Pride in representing! 


Profits; Every American Travelers’ 
policy is full of “you attitude” benefits 
which help you sell more . . . profit 
more! 


Progress, All of our efforts, plan- 
ning and strategy are fixed on a point in 
infinity . . . a point we can reach only 
through Progress! 


American Trayelers’—a company you can go with—a company you can grow with! 


For details 


write Roy A. Foan, 
President 


MERICAN 


1512 NORTH DELAWARE STREET 


XUM 





e INDIANAPOLIS 2, INDIANA 


day luncheon. 

The Agency Section met Tuesday 
morning and afternoon. Talks given at 
the session will be reported in next 
week’s issue. 

The first general session opened 
Wednesday morning, with ALC Presi- 
dent Harry J. Stewart presiding. Mr. 
Stewart, who is president of West 
Coast Life, gave his presidential ad- 
dress, the report on which begins on 
page 33. 

A. H. Northington, insurance com- 
missioner of Tennessee and president 
of National Assn. of Insurance Com- 
missioners, spoke on “State Regulation 
—A Challenge to Democracy,” fol- 
lowed by President-elect Paul E. Klop- 
steg of the American Assn. for the 
Advancement of Science, whose sub- 
ject was “Urgent: More Private 
Support for Education.” 


Combination Companies’ Luncheon 


Speaker at the luncheon of the Com- 
bination Companies’ Section was Frank 
B. Maher, vice-president of John Han- 
cock, who spoke on “The Debit Is Real- 
ly a Credit.” 

At the first session in the after- 


45 


noon there were reports by Actuary 
Alfred N. Guertin, by Lee N. Park- 
er, administrative vice-president of 
ALC, reporting in his capacity as pres- 
ident of American Service Bureau, 
ALC’s inspection affiliate; by the com- 
mittees, and a special report on the 
federal income taxation of life com- 
panies. 

The latter was presented by Deane 
C. Davis, president of National Life of 
Vermont and chairman of the joint 
committee on federal income taxation 
of life companies of ALC and Life 
Insurance Assn. of America; by Louis 
R. Menagh, executive vice-president 
of Prudential and member of the joint 
committee’s subcommittee on the total 
net income plan, and by Walter O. 
Menge, president of Lincoln National 
Life and member of the subcommittee 
on the net investment income plan. 

Following the _ business _ session, 
including election of the president and 
members of the executive committee, 
there was the traditional cocktail party 
given by the management of the 
Edgewater Beach hotel, where the 
meeting was held. 








Agent status. 


This opening offers 











tested sales aids. Write today for detailed informa- 


tion. All correspondence in complete confidence. 


NATIONAL RESERVE LIFE INSURANCE 





pportunity 


IN NEW ORLEANS 


FOR THE MAN READY FOR 


GENERAL AGENT CAPACITY 


We have currently available an excellent open- 


ing in New Orleans for the man ready for General 


unlimited opportunity. 


National Reserve Life with over $230,000,000 In- 
surance In Force is conducting a vigorous expan- 
sion program throughout its entire operating terri- 
tory ranging from California to Florida. You are 


assured complete home office cooperation—plus 








H. O. CHAPMAN, 
President 
S. H. WITMER, 
Chairman of the Board 


COMPANY 


TOPEKA ¢ SIOUX FALLS 
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FtieNATIONAL UNDERWRITER 


Huber Tells Tax Advantages Of Form 


(CONTINUED 


corporation with no more than 10 
stockholders, all of whom agree to the 
election, and only one class of stock 
must be outstanding. There are a 
number of other requirements as well 
but most closely held commercial or 
service corporations can, or can be 
made to, meet these requirements. 


Income Taxed To Owner 


In other words, you now can elect 
to have your corporation’s income tax- 
able to you, rather than to the corpo- 
ration. It’s computed as corporate in- 
come, with all of the deductions for 
fringe benefits that this implies, and 
then you can pick up the tax, just as 








WANT ADS ) 


Rates—$22 per inch per insertion—1 inch 
minimum—sold in units of half-inches. 
Limit—40 words per inch. Deadline 4 P.M. 
Friday of week before publication in Chicago 
office—175 W. Jackson Blvd. Individuals 
placing ads are requested to make payment 


THE NATIONAL UNDERWRITER— 
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in advance. 








TRAINING OPPORTUNITY 


A Billion Dollar Southern Life Insurance 
Company is seeking the services of a well- 
qualified person between the ages of 30 
and 45 to manage its Training Department. 


To be considered, applicant should have 
had life insurance sales experience, Home 
Office experience and have completed ad- 
life training 


vanced insurance 


courses. 


career 


An attractive starting salary commensu- 
rate with experience and abilities will be 
paid the person selected and there will be 
opportunities for rapid advancement. Re- 
ply in strict confidence giving personal bio- 
graphical information and a complete rec- 
ord of experience to Box C-71, c/o Tho 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








SALES DIRECTOR 


Imaginative? Do you have experience directing 
sales personnel and creating sales material? 
Our dynamic Miami based life company has 
open the challenging position of heading entiré 
sales effort of nationwide established credit 
insurance division. Finance industry experience 


helpful. Ample remuneration and unlimited 
future. 
American Bankers Life Assurance Co. 
of Florida 
P. O. Box 4980 


Miami, Florida 








ATTENTION: PRESIDENTS— 
Life Insurance plus mortgages can increase your 
crdinary sales production by 25%. 

Man with proven extraordinary experience in 
management and sales desires career to head 
and install this operation for you on national 
level. Salary plus contract, plus percentage. 
Write Box NY-96, c/o The National Underwriter 
Co., Adv. Dept., 17 John St., New York 38, N.Y. 











We need a Life Insurance Co. with con. 
plete facilities for the State of Indiana. 
Managing General Agents contract de- 
sired. Our Field Representatives cover the 
entire State. Contact: Mr. Harold E. Sea- 
man, Executive Vice-President, United Mu- 
tual Agency, Inc., 3416 North Anthony 
Rivd., Ft. Wayne, Indiana. 








LIFE INSURANCE COMPANY WITH SUBSTAN- 
TIAL RESOURCES IS INTERESTED IN PUR- 
CHASING LIFE INSURANCE COMPANY WITH 
$25 MILLION TO $50 MILLION OF ORDINARY 
LIFE INSURANCE IN FORCE. REPLY TO BOX 
C-73, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, III. 
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if it were a dividend distribution at 
the end of the year, except the corpo- 
ration itself pays no prior tax. 

In the words of the Senate com- 
mittee which drafted the law: ‘The 
shareholders include in their own in- 
come for tax purposes the current tax- 
able income of the corporation, both 
the portion which is distributed and 
that which is not. Neither type of in- 
come in this case is eligible for a 
dividend received credit or exclusion, 
since it has been subject to no tax at 
the corporate level. Generally, this in- 
come is treated as ordinary income to 
the shareholder without the retention 
of any special characteristics it might 
have had in the hands of the corpo- 
ration Long-term capital gains, 
however, are an exception to this gen- 
eral rule. In the case of these long- 
term capital gains the character car- 
ries over to the shareholder level.” 
Offset Corporate Loss 

And you can also pick up your cor- 
poration’s loss against your own per- 
sonal income, to the extent of your 
basis of capital contributed by you or 
money loaned by you to the corpora- 
tion. 

You can do all this and still enjoy 
advantages of the corporate form. 
Let’s see what this can mean with 
concrete examples: 

1. You are starting a business and 
anticipate heavy losses at the outset. 
As you know, corporate losses are 
wasted in the year in which they are 
incurred, although they might be de- 
ducted against income of future years. 
But under the election to be taxed as 
a pseudo-corporation you can deduct 
the losses on your personal return, in 
the year they are incurred, from any 
other kind of income you may have 
earned that year. If your loss exceeds 
your income for that year, the excess 
loss can be carried back, or forward 
just as though the loss were one you 
had incurred as an individual. But, 
you can’t carry back the loss to a year 
beginning before 1958. 


Helps With Fringe Benefits 


2. You haven’t been able to justify 
incorporation because the tax disad- 
vantages were too great, but you’re 
champing at the bit to get those tan- 
talizing fringe benefits that your in- 
corporated business rivals enjoy on a 
tax favored basis. So you incorporate 
and make the election to be taxed as a 
pseudo-corporation. Now as a stock- 
holder-employe, you can now qualify 
for participation as an employe in a 
pension or profit-sharing plan (not 
available to partners or sole proprie- 
tors who are employers). Your busi- 
ness can also pay for and deduct pre- 
miums for your A&H and major med- 
ical expense insurance and other med- 
ical expenses. 

3. You are a high-bracket entertain- 
er or contractor. You’d love to incor- 
porate and enjoy the fringe benefits. 
But until now if you incorporated you 
might have been subject to a heavy 
personal holding company tax. By 
making the election, you eliminate 
this danger and get all of the tax 
benefits available to a_ stockholder- 
employe. 

Get The Best Of Both 


4. You are now incorporated be- 
cause the nature of your business 
makes this necessary. For example, 
the element of risk may make limited 
liability important. But you know you 
would be far better off being taxed 
directly as an individual. By making 


the election you can enjoy the best of 
both possible worlds. 

5. Your corporation is in danger of 
a stiff penalty for excessive accumu- 
lated earnings. You make the election 
to be taxed as a pseudo-corporation 
and pay the tax in your personal 
bracket. From this point on you can 
leave the money in your corporation 
and withdraw it any time, free from 
further tax. 

6. Your own personal income tax 
may be on a calendar basis, while 
your corporation is on a fiscal year. 
By making the election at a propitious 
time, you can defer paying taxes on a 
larger part of your corporation’s in- 
come until your next calendar year. 
Or you can accelerate tax payments, 
if it proves advantageous. 

7. For one reason or another, you 
may want to revert to the regular 
corporate form after using the pseudo- 
corporate form for a limited time. This 
presents no problem. You can revoke 
the election any year after the one in 
which it was made. The election is 
also automatically revoked if your 
corporation fails to meet the basic 
qualifications. This revocation takes 
place for the year during which the 
failure to meet a qualification occurs. 
For example, if you get more than 
10 stockholders, of if a new stockhold- 
er doesn’t agree to the election, or if 
your company issues a preferred class 
of stock, the election is automatically 
revoked. 

This can be a danger point, of 
course, since you may unwittingly lose 
the pseudo-corporation status without 
wanting to. When there is a revoca- 
tion, whether intended or not, you 
have to wait five years before you can 
make the election again, unless you 
get permission of the commissioner of 
internal revenue to make it at an ear- 
lier date. 


Many More Aspects 


This is by no means an exhaustive 
treatment of the new law or its pos- 
sibilities. We haven’t even touched on 
how the election can be used in split- 
ting income among family members, 
or how it can help avert a collapsible 
corporation threat, or a number of 
other intriguing aspects of the pseudo- 
corporation form. Nor have we meant 
to imply that all businesses now are 
advised to incorporate and make the 
election. A partnership or sole pro- 
prietorship or regular corporation is 
still the right form for certain enter- 
prises, when income and other factors 
dictate. 

But if the new business form (call 
it a corporship, if you like) has poten- 
tial for you, this is the time for fur- 
ther discussion with your professional 
advisers, including your attorney and 
accountant. If you make the election 
on or before Dec. 1, 1958, it will apply 
to the whole year of ’58, even though 
you didn’t meet the qualifications for 
part of the year before that date. Oth- 
erwise the election will have to wait 
until next year. 


Pine Seedlings Build Good-Will 
For National Life Of Vermont 

National Life of Vermont has mailed 
some 5,000 good-will, builders in the 
form of Vermont pine seedlings to a 
list of clients and prospects supplied 
by agents in the field force. Along 
with each seedling, National Life has 
sent the agent’s business card and a 
booklet containing planting instruc- 
tions and an outline of the growth 
pattern of the Vermont pine. Another 
shipment of seedlings is scheduled for 
Oct. 15. 
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Says Advertising 
Helps Make Sales 


(CONTINUED FROM PAGE i0) 


thought life insurance cost a lot mop} '. | 
than it actually does. The reader dete 
likely to think of estate planning poli 
something for the millionaires py} 2S" 
$10,000 of coverage for a couple y| WS 
hundred dollars premium a year j, | 4° 
something that he realizes that he} } ! 
could swing. mus 

Another use of advertising is { cate 
build up company recognition. Mr P. 
Reeves said research had disclose trud 
that only 14 out of the 1,300 or so life | Sct 
companies were known to as many a of de 
3% of the population. He wondered jf J. 
the 14 companies realized the value of sug 
this standing. rte 
Belittles Non-Recognition rs b 

Ralph G. Engelsman, Penn Mutual | Hart 
said that in his 40 years experience jn D 
New York he had found that non. 7 t 
recognition of a company by a pros. - 
pect made no difference. os 

Mr. Reeves said that a man wil] re 
buy toothpaste for no better reason = 
than just liking it but “When we ask 
a man to spend thousands of dollars Sun 
he isn’t going to buy from a nice guy ra 


named Joe.” 

However, some of the members con- 
tended that in actual practice the pub- 
lic seems quite willing to buy from 
Joe. 

Mr. Reeves countered by saying 
that LIAMA studies show that the 
public does pay attention to the stand- 
ing of companies. 

Horace Wilson, Equitable Society, 
asked what the basis was for taking 
money that would otherwise go into 
policyholder dividends in a mutual 
company and spending it for adver- 
tising to attract more business. Mr. 
Reeves replied that since advertising 
has good results for stock companies 
it should also be good for the policy- 
holders of a mutual company, as it 
helps brings down the unit costs of 
sales. 

A company, he said, cannot stand 
still. Either it is going up or down 
and “If you pull out the props you get 
a dying business, and the agent of the 
type you want will leave.” 


Unlike Other Salesmen 


Mr. Josephson asked the speaker if 
there mightn’t be something basic and 
meaningful in the fact that in practi- 
cally every other line of business the 
salesmen are anxious to have their 
companies spend more and more 
advertising but in life insurance the 
agent seems to feel the other way. Mr. 
Reeves opined that perhaps because 
of the big difference in sales methods 
life insurance agents have been slower 
to recognize the benefits of advertis- 
ing. 

What about cooperative advertising, 
asked Mr. Wilson. Mr. Reeves said 
this has been tried a number of times 
but the problem is that local conditions 
among the newspapers vary. Costs g0 
up fast when it is necessary to make 
a special printing plate for a 10,00 
circulation paper or get up a special 
script for a local radio station. Also 
there is often a tendency to try 
trade advertising for a life insurane 
sale. 

Harry Kuesel, consulting manage 
of Phoenix Mutual, said that he agreed 
100% with Mr. Reeves. He recalled 
Phoenix’s experience with the “Want 
To Quit Work?” advertisements, which 
have been consistently successful ove 
the years. 

Benjamin D. Salinger, Mutual Bet 
efit Life, introduced the speaker. 
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LIFE INSURANCE EDITION 


Big Machines Afforded Huge Savings 


(CONTINUED FROM PAGE 1) 


to cut down the time required to 
determine the status of individual 
policies. A. D. Murch, Prudential, said 
a storage computer of the Ramac type 
was being used for jobs where random 
access to a fairly large table of data 
is needed or where accumulations 
must be made with a large number of 
categories. 

p. W. Plumley, Travelers, and Ger- 
trude Schlachter, Colonial Life, de- 
scribed their companies’ successful use 
of desk size computers. 

J. A. Bevan, Connecticut General, 
suggested that the Society of Actuar- 
ies might well serve as a central 
clearing point for computer programs 
to be used for intercompany studies. 


Harris Led Discussion 


D. H. Harris, Equitable Society, led 
electronic processing methods. Mr. 
Harris, W. A. Kraegel, Northwestern 
Mutual, A. D. Murch, Prudential, W. J. 
Lutz, Minnesota Mutual, J. J. Finelli, 
Metropolitan Life, and J. W. Ritchie, 
Sun Life of Canada, discussed the 
experience which their companies 
have had in processing ordinary in- 


surance transactions with large scale 
electronic computers. There was gen- 
eral agreement that the new machines 
would enable companies to consolidate 
and integrate many of their records. 
It is expected that ultimately prem- 
iums will be billed, commissions and 
policy loans calculated and most of the 
accounting work handled by these 
machines, without exception. 

The speakers agreed that the mag- 
nitude and complexity of the planning 
necessary to accomplish the integra- 
tion was such that companies were 
requiring a longer period by main- 
taining separate records for each of 
the functions and changing to the 
electronic computer separately for 
each function with the expectation of 
combining records and functions at a 
late date. Their approach allows com- 
panies to place the machines in useful 
operation at a much earlier date. 


Additional Uses Seen 


Mr. Harris, P. R. Hudek and J. A. 
Beekman of Minnesota Mutual, W. A. 
Dreher of Bowles, Andrews & Towne, 
J. E. Matz of John Hancock, M. R. Cue- 
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6 Some excellent territories still open (including a few major cities) in 


the United States and Canada. 


If you want to “pop your buttons” in your own agency with a rapidly 
growing organization, contact The Maccabees, a Life Insurance 


Society, Detroit 2, Michigan. 





THE 


Pardadonable 


Pride. a 


own agency, our contract can’t be 
beat. 


Ba personal producer’s contract second to 

none! It helps make recruiting a pleasure 
instead of a chore. The Home Office training 
program aids the new agent in making a rapid 
? climb to a top producer. 


r 6 A complete portfolio of life and S&A insurance plans, 
’) designed to fit every prospect and his particular needs. They 
/ include a low-cost whole life plan, Family Guardian (family 
@ ‘group plan), Major Medical Catastrophe Insurance plans, and the 
4 most versatile decreasing term riders ever devised. 


MACCABEES 
a Life Insurance Sociely 


... every once ina 
while a fellow just 
has to “pop his 
buttons” because 

he knows he has 
something great! 
For the man 
interested in 

agency management, 
we’ve got... 


6 The Top agency build- 
ing contract! For the man 

who is looking ahead to a 
profitable, secure future in his 


Founded in 1878 


Home Office 
Detroit 2, Michigan 





to and J. Prien of New York Life, 
D. M. Irwin of Aetna Life, Mr. Murch, 
Mr. Ritchie and P. D. Slater, Equitable 
Society, described numerous applica- 
tions of the computers in group insur- 
ance and annuities, policy issue, in- 
vestment accounting, special actuarial 
studies, and operations research. It was 
agreed that the use of electronic ma- 
chines in mortgage loan accounting was 
particularly effective and resulted in 
substantial savings. The machines’ 
power and versatility were also ex- 
tremely helpful in the valuation of 
pension funds and in specialized actu- 
arial studies. 

Continental Commercial Corporation 
has placed note issues totaling $8 mil- 
lion with a group of life companies. 
Major participants in the financing are 
Mutual of New York, Provident Mu- 
tual and Lincoln National Life. 
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New Independence Life 


Home Office At Pasadena 


Independence Life is constructing a 
$1,250,000 home office building which 
will provide 36,000 square feet of 
space at Pasadena. Faced in gold 
anodized aluminum: grillwork, the 
building is of contemporary design and 
will provide five stories with exterior 
walls rising a full six stories to shield 
the view of equipment penthouses. 

The company, which was founded 
in 1950 and is presently located in 
Los Angeles, will move to its new 
quarters in 1959. It will occupy two 
floors of the building and lease thc 
remainder to other tenants. 

Manufacturers Life has been licensed 
to do business in Massachusetts. The 
company is now licensed in 28 states, 
the District of Columbia and Hawaii. 
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CALIFORNIA 


ILLINOIS (Cont.) B 





COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 


San Francisco Denver Los Angeles 








CHASE CONOVER & CO. 
Consulting Actuaries 
and 
Insurance Accountants 


332 S. Michigan Ave. Chicago 4, Ill. 
Telephone WAbash 2-3575 











GEORGIA 


INDIANA & NEBR. 





RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries—Insurance Accountants 
Pension Consultants 
William-Oliver Bldg. Atlanta 
JAckson 3-7771 








Haight, Davis & Haight, Inc. 


Consulting Actuaries 





2801 North Meridian St. 
Indianapolis 8, Ind. 


5002 Dodge St. 
Omaha 32, Neb. 











GA.-VA.-NY.-ME. 


NEW YORK 





BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
RICHMOND ATLANTA NEW YORK 
PORTLAND 








Wolfe, Corcoran and Linder 


Consulting Actuaries 
Insurance Accountants 


Employee Benefit Plan Consultants 
116 John Street New York 38, N. Y 
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Alvin Borchardt & Company 
CONSULTING ACTUARIES 
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Detroit Atlanta 
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CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 


Telephone CEntral 6-1288 





PENNSYLVANIA 





E. P. HIGGINS & CO. 
(Frank M. Speakman Associates) 


Consulting Actuaries Bourse Building 
Accountants Phila. 6, Penna 








Lenard E. Goodfarb, F.S.A. 


Consulting Actuary 


Market Street National Bank Building 
Philadelphia 3, Pa. Rittenhouse 6-7014 











NATIONWIDE 





Harry S. Tressel & Associates 
Consulting Actuaries 
Pension Consultants 

10 S. LaSalle St., Chicago 3, Mlinois 


Harry S. Tressel, M.C.A. Irma Kramer 
A:an K. Peterson, A-S.A. E. J. Pilsudski 
D. W. Sneed Wn. P. Kelly 


FRanklin 2-4020 








Sewn Slwen & c . 


Consulting Actuaries 
Management Consultants 
342 Madison Avenue 
New York 17, N. Y. 














A new 
approach 


Vy) 
lo LIFE 


This is the “getting in on the ground floor” stage at 
Employers’ Life...the time when every opportunity 
is a good, big opportunity because we're a brand 
new outfit in the field of life insurance. And, being 
new, we’ve been able to design our entire portfolio 
of life policies as well as all practices and procedures 
with just one idea in mind: To make each policy as 
easy as possible for the buyer to buy, as easy as possible 
for the agent to sell. 


Want details? 
Here are a few right now: Extremely sound finan- 


cial and organizational backing because the entire 
Employers’ Group of Insurance Companies is behind 


INSURANCE COMPANY OF AMERICA 


EXECUTIVE OFFICES: 110 MILK STREET, BOSTON 7, MASSACHUSETTS 















us; very complete portfolio of policies 

with many exclusive features; brand new ap- 
proaches to merchandising and servicing; top-flight 
management team whose average age is under 40 
and whose collective insurance experience runs 
over 110 years. 


Last and probably most important, Employers’ 
Life makes Employers’ Group one of the very few 
nationwide, full-line life and property groups in 
existence. Become an Employers’ “Man With The 
Plan” and you’ll be set to give your clients the com- 
plete, one-stop insurance service people demand 
these complicated days. 
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